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Remember that fact when you C 
sell sheathing because customers sl 
like to get double for their N 
money. That means you can sell ¢ 
more double-duty Insulite faster ( 
and easier ... get better turn- : 
over, bigger profits. 
Double-duty INSULITE (Bild- 
rite) SHEATHING not only 
provides twice the bracing 
strength of wood sheathing, 
horizontally applied, but also 
insulates at the same time . . . at 
no extra cost! Sell double-duty 
Insulite. PUE 
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1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
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4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 
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HERE is the door that put the lumber dealer : 

back in the garage door business—the famous re 

Craw-Fir-Dor, now improved with easier-act- : 

ing, more dependable, trouble-free hardware. ih 
Stock Craw-Fir-Dor. Feature Craw-Fir-Dor. 

Suggest Craw-Fir-Dor on builders’ bills of ma- : 

terials. Look at these outstanding Craw-Fir- S| 

Dor selling points: . 

0 

* LOW COST-to help you move stocks quickly, build vol- g 


ume and profitable turn-over. 











* ATTRACTIVE APPEARANCE — Designed to blend with 
any style of architecture. Features a new, auto-type lock 
for added safety and beauty. 





No. 45 












Two attractive designs are 
offered—and only two. They 
meet virtually every need. No 
large inventory problem with 
Craw-Fir-Dor! 


* DURABLE STRENGTH—Manufactured of sturdy Douglas 
fir, the wood made durable by nature. No danger of 
denting. 





*& WEATHERPROOF PANELS—Craw-Fir-Dor panels are of 
Exterior-type Douglas fir plywood, the plywood made 
with completely waterproof adhesive. 





* EASY TO INSTALL — Hardware is 97% pre-assembled. 
Door is prefit to standard 8 by 7-foot size. Installed in an 
hour with only five toois—hammer, screwdriver, level. 

saw, brace and bit. 
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FLASHES wn meee ee kt 


ACCELERATION OF MILITARY stockpiling of critical materials 
is expected to materialize from a program of closer industry co- 
operation worked out with the Munitions Board, Earl Bunting, 
managing director, National Association of Manufacturers, be- 
lieves. The stockpiling program has lagged far behind the re- 
quirements for national security. 


ANY FUTURE WAR will be bearish for business. It would mean 
complete controls over business, stiff taxes, a wholly regimented 
economy—without a chance for a repetition of high wartime 
corporate profits. 


INTERIM HOUSING LEGISLATION by the special session of 
congress gives hope that body may yet creep up on some really 
sound housing ideas. Although the present bill, signed with 
protests by the President, leaves many points still up in the air, 
it shows that some constructive analyzing of the basic problems 
inherent in the housing shortage has been done, and that saner 
heads are holding the ‘‘public housers” in check. 


LARGE-SCALE RENTAL HOUSING for the first time since before 
the war was given some consideration in the new bill. Inability 
of big investors to realize a fair return on rental units under 
rent laws resulted in a shortage of new rental building. This 
shortage of rental units in turn forced many additional people 


into the already crowded housing market. The sad part is that 


relief offered by the provision won't be felt before the first of 
the year. 


FEW DRAFT EXEMPTIONS is the current report out of Wash- 
ington. It will mean a further pinch in the tight building field 
labor supply. It is expected the building industry will not get 
special consideration under the draft since all other critical in- 
dustries are short on labor also. 


SUPPLY OF BUILDING MATERIALS is now running four percent 
over last year. Some shortages are still acute but tend to be re- 
gional and shifting in nature. Inventories generally are improv- 
ing and here and there getting on the high side. 





Index of Wholesale Prices 


Monthly Indexes of Wholesale Prices of All Commodities INDEX 
as Reported by the U. S. Bureau of Labor Statistics 
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It'S probably mere coincidence, but prices have nearly reached the same index 
point that preceded the big drop in 1920 and 1921 
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GRADING BOOKLET 


West Coast publication hits 
nail squarely on the head 


WEST Coast Lumbermen’s As- 
sociation recently issued a new. 
booklet on the proper use of vari- 
ous grades of lumber in house con- 
struction. It is attractive, it is up 
to the minute, it makes sense. 

A lot of money, a lot of time and 
a lot of research have been ex- 
pended on making an engineered 
body of rules out of old time grad- 
ing methods. The above booklet, 
entitled “A Quality Home Can Cost 
Less,” is the first effort we know 


JUST LIKE FINDING IT! 


Using the proper grades of lumber 
means lower costs—money saved. 


of to acquaint the public (and the 
dealer) with what scientific grad- 
ing can mean in the way of reduc- 
ing the price of house building 
without reducing the quality. 

The text points out specific 
places where lower and less ex- 
pensive grades of framing, sheath- 
ing and flooring lumber can be 
used in the house without any. re- 
duction in strength or quality. 

The book makes clear’ these 
lower grades, properly used, are 
not a temporary means to beat 
current high costs. They consti- 
tute a permanent set of grading 
rules based on scientific research. 
They indicate the “key to econom- 
ical construction is the correct use 
of the lowest grade which is suit- 
able for the purpose.” The Editors 
feel it is must reading. 

The West Coast Lumbermen’s 
Association, 1410 S. W. Morrison 
Street, Portland 5, Oregon states 
they have the booklet in quantities 
for mass distribution. No charge 
is made for reasonable requests. 








Western Wholesalers 
Offer You Many 
Service Advantages 


The Western Wholesaler has an intimate 
knowledge of mill operations and sources 
of supply for Western Woods. He’s on 
the ground — and can see what the pro- 
duction and shipping situation is at the 
various mills. He knows the timber re- 
sources, manufacturing facilities, products 
and specialties of every mill he contacts. 
He offers you “service from many mills.” 
Put your needs up to these leading 
Western Wholesalers. 





Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 





Main 6954 





Duncan Lumber Co., Inc. 
White Bldg., Seattle | 


Specializing in dimension and boards. 





Morrill & Sturgeon 
Lumber Co. 


Yeon Bldg., Portiand Ore 


Tee Mast of Qney 





Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
WALES LUMBERCOMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 
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564 Market St.. San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
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WHITE SPECK 


White pocket rot in lumber 
does not eliminate it in all uses 


WHITE speck, more properly 
called white pocket rot, has be- 
come more common in lumber as 
more complete forest utilization 
has become necessary. The _ in- 
crease in this form of defect has 
focussed attention on the use 
values of lumber containing it. 


Pending further investigation, 
Forest Products Laboratory rec- 
ommends that lumber containing 
white speck should not be used for 
structural purposes -where high 
strength values are required. 

However, the laboratory points 
out that high strength is not gen- 
erally required for sheathing, core 
stock, subfloors and roof boards, 
and that white speck lumber may 
be used for these purposes. 

White speck rot is caused by a 
fungus (Fomes pini) which will 
not progress further after lumber 
containing it has become continu- 
ous dry (less than 20 percent mois- 
ture content, which is normal for 
housing lumber not exposed to the 
weather). For practical purposes 
the effect of Fomes pini in reducing 
the strength of lumber does not 
progress beyond the time at which 
the lumber is manufactured. Thus 
it should be possible properly to 
classify and grade white speck 
lumber to meet specific use re- 
quirements at the time of manu- 
facture. 

White speck rot reduces nail 
holding ability. More or larger 
nails or both should be used where 
white speck exists. 


BASEMENTLESS FLOORS 


Small homes research shows 
basic needs in construction 


AFTER nearly a year of re- 
search, the Small Homes Council 
and the mechanical department of 
the University of Illinois have an- 
nounced findings on how to build 
a warm, dry concrete floor for a 
basementless house. 

During the experiments, nine 
different types of floor slabs were 
tested in a special laboratory where 
controlled studies of insulation, 
warmth, moisture content and 
other factors could be made, 

As a result of the research, the 
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University of Illinois recommends 
the following requirements for 
good, livable floor: 


1—Good drainage, with a 4 inch 
fill of coarse washed gravel or 
crushed rock under the floor slab. 


2—A vapor barrier, consisting 
of 4% inch rigid asphalt board or 
of reinforced duplex paver with 
asphalt center, over the fill and ex- 
tending to the outside edge of the 
floor. 





3—At least two inches of rigid 
waterproof insulation along the ex- 
posed edge of the floor and extend- 


ing two feet under it. 


Uninsulated floors in existing 
basementiess houses can be made 
warmer by placing two inch water- 
proof insulation on the ground out- 
side, from floor level down to at 
least 12 inches in the ground. This 
should be firmly attached to the 
foundation, with flashing over the 
top to prevent water getting be- 
hind it, and protected against lawn 
mowers and stones by an asbestos 
cement board. 


A technical report covering tem- 
perature and moisture tests will be 
published later. 








“Keep up that complaining and 
I'll finicl this hav ride by myself |” 











HOUSING RECAP 


First six months shows new 
houses continue at high pace 


BUILDERS started 94,000 new 
permanent nonfarm dwelling units 
in July, according to preliminary es- 
timates of the Bureau of Labor Sta- 
tistics, U. S. Department of Labor. 
Activity in July showed an increase 
of 12,900 units, or 16 percent, over 
the same month in 1947. July was 
the fourth consecutive month this 
year in which housing starts ex 
ceeded the 90,000 mark. 

The number of new houses put 


under construction in July was 
2,000 units below revised estimates 
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for June and just under the 97,000 
units started in May, which was 
the peak month reached thus far 
in 1948. Nevertheless, builders 
were still starting dwelling units 
in July at the rate of four and one- 
half an hour for each eight hour 
work day. 
DROP FOR SOME CITIES 


Early reports to the Bureau in- 
dicate a slight downturn in the 
number of local permits issued in 
July for new home construction. 
Among the larger cities showing a 
substantial drop were Atlanta, Bal- 
timore, Dallas, Miami, Milwaukee, 
Philadelphia, San Antonio and 
Washington. Marked increases, on 
the other hand, were reported for 
Charlotte, Detroit, Houston, Kansas 
City, Memphis and Seattle. 

Well over 550,000 units have 
been started thus far in 1948, ac- 
cording to latest Bureau estimates. 
This is a gain of about 120,000 
units or 28 percent, over the corre- 
sponding period for 1947. 


FIRST QUARTER 


Final analysis of complete re- 
ports for January, February and 
March of this year added approxi- 
mately 10,000 units to earlier esti- 
mates for those months, bringing 
the total for the first quarter of 
1948 to 177,300 units. The previ- 
ous estimates understated housing 
activity in nonurban areas, where 
continuing field studies are neces- 
sary to supplement building permit 
records. 

Duplicating last year’s perform- 
ance, the city of Los Angeles is- 
sued more permits during the first 
seven months of the year than any 
other city in the country. New York 




















Mr. Burke, | wish you'd stop using words that 
will cause you to complain about my spelling!” 





THE EASIEST STRIP IN THE WORLD 


TO SELL and 


PUT ON... 


i wAYy 


R STRIP 


WEATHE 


HOW IS YOUR STOCK OF Yametal 
DOOR BOTTOM STRIPS? 
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vane amen This is the biggest door 
8 o%%, bottom strip value you 

can offer your cus- 
tomers. Made of extra 
heavy metal, and pure, 
pre-shrunk, all-wool felt 
Standard lengths of 3/16” thick. Shipped 
i 32”, 36”, 42”, prepaid on orders of 
three dozen or more. 





DISPLAY 
CARTON 


Anyone can sell Nu-Way Weather Strip. 
Anyone can install it. It’s one strip that 
serves every purpose on any type of door 
or window, either double hung or swinging. 
Packed in attractive carton containing twelve 
individual 20-foot rolls, each with nails and 
instructions for installing. 


DRIP CAPS For DOORS AND 
CASEMENT WINDOWS 


Here are two very effec- 
tive rain drips. (RIGHT) 
No. DCB, brass. Easy to 
install, no special rabbet- 
ing. (BELOW) No. AFB, 
brass. 20-gauge, 144” 
wide. 


Both caps come with 
holes punched, nails fur- 
nished. Available any 
length. 


MACKLANBURG- DUNCAN CO. 


ORLAWOMA CITY 1, ORLANOMA 


SOLD ONLY THROUGH HARDWARE STORES, BUILDING SUPPLY DEALERS AND LUMBER YARDS 
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place. 
Three Texas cities (Houston, Dallas 
and San Antonio) were among the 
leading 10 in both 1948 and 1947. 


City, repeated in second 


TIE ASSOCIATION 


THE Railway Tie association 
will hold its 30th annual conven- 
tion at White Sulphur Springs, 
West Virginia August 30 and 31 
and Sept. 1. New and improved 
equipment will be displayed and 
demonstrated. 


CEMENT PRICES 


Dealer costs vary widely; 
Marquette meets competition 


CEMENT prices are currently 
in a state of confusion. Published 
prices for the same quality of ce- 
ment vary by as much as 61 cents 
per barrel in the same city. Some 
companies are no longer meeting 
competitive prices; others intend 
to. 

Marquette Cement Manufactur- 
ing company, after studying the 
recent court decisions, “finds 
nothing that compels us to make 
our customers pay any more for 
our cement than their competitors 
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“OLD TIMERS” 


No "green wood" on this rugged team. 
Here is job-tested logging equipment 
that has proved itself with top per- 
formance under any conditions. New 
requirements and modern design have 
resulted in up-to-date adaptations of 
the old reliable machines. For further 
lasting 
economy, and speed of production, 
write, phone, or come in today! 


HYSTER winches, sulkies, skidding pans 
and rigging; DISSTON chain saws; 
CATERPILLAR diesel engines. 
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MENANDS 
NEW YORK 


Telephone 5-5255 
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pay for other brands.” Conse. 
quently, according to the Marquette 
announcement, they will “continye 
to meet any lower price quoted by 
a competitor whenever it seems 
good business to do so.” 


WOOD PRESERVING 


Treatment facilitates use 
in extreme damp conditions 


A NEW pressure treatment for 
Southern Yellow pine lumber 
makes that material useable jn 
greenhouses and other damp places, 
according to Koppers company, 
Inc., of Pittsburgh. 

Chief feature of the treatment 
is the fact chemicals used will not 
harm plants grown in benches and 
flats made from the impregnated 
lumber. 


INEXPENSIVE HOUSE 


Another example of what our 
industry can do at low figure 


ANOTHER example of what 
private industry can do in the way 
of inexpensive housing has been 
uncovered at Fort Worth, Texas— 
and that while the powers high 
above practical levels still demand 
public housing. 

Marsh Farmer, of the Farmer 
Construction company, Fort Worth 
is selling two bedroom houses com- 
plete with lot and ready to move 
in to for $4,975. He has already 
completed and sold to veterans 140 
of the 200 included in his present 
project. 

Down payment on the houses 
amounts to $175 and monthly pay- 
ments of $37.50 take care of all 
charges and payment on the prin- 
cipal. 

Farmer mass produces the 
houses. He uses Texcrete as the 
basic product for the walls, cover- 
ing the material with stucco or 
cement -on the outside and with a 
thermal-acoustic plastic on interior 
walls. 


MOBILIZATION PLAN 


Lumber producers hear plans 
to organize in case of crisis 


MOBILIZATION of industries 
on a “paper” basis, to be held in 
readiness in these critical times, 
is under way in Washington, R. C. 
Colgan Jr, Washington, D. C., ex- 
ecutive vice-president of the Na- 
tional Lumber Manufacturers as- 
sociations, told directors of his 0r- 
ganization at a meeting in Port- 
land. 

Colgan pointed out that since the 
lumber industry is considered 1 
the readily-convertible category, it 
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ROYAL 
OAK 
FLOORING 


Product of 


FORDYCE 
LUMBER 
COMPANY 


Manufacturers of Quality Products 
Since 1889 
Call our nearest representative or address the home office at 


FORDYCE, ARKANSAS 
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is not high on the agendas of either 
the national security resources 
board. or the munitions board, 
which are doing the’ industrial 
mobilization planning. However, a 
staff for a forest products division 
of the resources board is already 
being considered. This staff will 
formulate detailed emergency plans 
for the lumber manufacturing in- 
dustry. 


PLYWOOD MEETING 


Chicago plywood gathering to 
study future sales problems 


THE Midwest Section meeting 
of the National Plywood Distribu- 
tors Association will be held Sep- 
tember 20-21 at the Edgewater 
Beach hotel in Chicago to study 
sales problems inherent in the 
coming competitive market. 


Subjects to be discussed include 
building or rebuilding a sales staff, 
organizing sales territories, prob- 
lems involved with salesmen con- 
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QUALITY PONDEROSA 


W sen you want uniform quality, well-manufactured Pon- 
derosa Pine lumber, specify A-Y Ponderosa. It comes from 
choice timber. It is accurately machined. It is lumber you can 
depend on—for quality, value, satisfaction. 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 


Members Western Pine Association 


Prineville, Oregon 





trols, compensation and training, 
and choosing sales personnel. 

A thorough study will also be 
made of sales promotion assistance 
to the dealer. 


RADIO PROMOTION 


"Bill Henry and the News" 
offers advertising tie-jn 


JOHNS-MANVILLE’S “Bij 
Henry and the News,” with the 
nuighest Hooperatings of any pro- 
gram on the air, is switching to a 
new network and time. Chief in- 
terest for the dealers in the new 
setup will be the chance for dealer 
tie-in advertising at the end of 
each program. 

The program went over to Mv- 
tual August 23. That network's 
369 stations offer compact market 
coverage. This permits local deal- 
ers to make end-of-program spot 
announcements without undue 
overlapping in other dealer terri- 
tories. Previously large station 
coverage and dealer overlap made 
such announcements unpractical. 

In announcing the new program 
to its dealers, J-M is furnishing 
kits which include posters, ban- 
ners, stickers and newspaper ads, 
plus a “Bill Henry’s Presidential 
Election Map.”’ 


SMALL MILLS 


Western pine notes larger 
percent of cut by small units 


MOUNTING effects of inflation 
on lumber production costs and a 
trend toward smaller production 
units were pointed out to more 
than 200 Western Pine lumbermen 
who attended the two day semi- 
annual meeting of the Western 
Pine association. at Portland, Ore. 


S. V. Fullaway, secretary man- 
ager of the association, presented 
figures to show that the proportion 
of production of mills cutting less 
than 20 million board feet per year 
rose to 44 percent in 1947 as com- 
pared to 28 percent in 1936. 

A corollary to the growth in the 
number of smaller production units 
has been the increase in concentra- 
tion yards. Such plants buy and/or 
handle on a custom basis the cut 
from small mills. Ten years ago 
Western Pine included only four 
or five such organizations in its 
membership. Today there are 40 
firms in the business of concen- 
trating, drying, refining, grading 
and shipping, lumber produced by 
other companies. 
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Presenting... 


AAU LAT ta 


Easy to apply 
Self-aligning 
Reversible without changing parts 
No knob or rose screws. 


oe Available immediately in 
z Brass, Bronze and Aluminum 


completely 


new lock designed and styled for utility and beauty. 


Write us for information. 


SARGENT & COMPANY 


New York New Haven, Connecticut Chicago 
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9 If you can identify three out of five of these 
® men pictured below you are good. All of these 
figures are still active in some phase of the 


lumber business. Check your memory by 
turning to page 60. 





Active in. association 
work for more than 27 
years, this figure will be 
familiar to those engaged 
in lumber’ manufactur- 
ing. He is an executive 
of a West Coast lumber 
company today. 


This is how a former sec- 
retary of the National 
Retail Lumber Dealers 
Association looked in 


You would never guess 

that this young cowboy 

was actually a lumber 

dealer in disguise. He 

rode the ranches of South 
This man has been par- Born in Iowa, this man Dakota to round up lum- 
ticularly active in Hoe- is particularly well known ber customers for his 
Hoo. He is a long-time in dealer circles in the company. That was back 
association secretary. The Northeast. The picture in 1911. You all know 
picture was taken in 1917. was taken in 1916. 


























These Nozzles available in sets or 
singly. Plain and spouted cartridges. 


HEADQUARTERS FOR CAULKING EQUIPMENT 


VITAL Caulking Guns, special nozzles and cart- VITAL prices, discounts and quality are still un- 
ridges, continue to lead in production and sales beatable. VITAL offers courteous and prompt ser- 
vice and the know-how you'll appreciate. Order 
your guns and nozzles from us now, and specify 
VITAL made cartridges in ordering your caulk- 
ment excépt the caulking compound itself. ing compound from your regular source of supply. 


since the beginning of caulking. VITAL manufac- 
tures everything conceivable in caulking equip- 


VITAL PRODUCTS MANUFACTURING CO. 


7500 QUINCY AVENUE e CLEVELAND 4, OHIO 


SSL DORK KROOOOYD 
SBR SRNR SLY 
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WASHINGTON 


SPECIAL HOUSING LEGISLATION by this time 
is old hat; but, for the record, note that the Federal 
program gets back much of the support it lost last 
summer when Congress couldn't agree with itself 
on a new law. Four of the original sections of the 
T-E-W bill, all opposed by this industry, were 
shucked out of the version passed at the special 
session; namely, public housing, rural housing, slum 
clearance, and research. 


THE McCARTHY BILL, signed reluctantly by the 
President, none-the-less carries provisions the Ad- 
ministration officials are glad to have. They think 
these provisions really will help in promoting the 
erection of low-cost shelter; although it'll be tough 
turkey to produce much house for the figures in- 
dicated. And they think the law really will encour- 
age the building of rental units; especially of large- 
scale projects. 


TITLE SIX, the old-timer that offered easy terms 
to veterans, is no longer with us in its original form; 
but its provisions are available to builders of rental 
projects. Cost limits have been changed. Instead 
of $1,350 per room, the figure is now $8,100 per 
dwelling unit; making it a little easier for the builder 
to meet the problem of increased costs. And owner- 
occupancy, under Title Two, gets liberalized treat- 
ment. 


HOUSE STARTS in July, says the Department of 
Labor, numbered 94,000. Employment figures for 
construction labor were higher in July than for any 
corresponding month since ‘42. And it was the fifth 
month in a row to come in with higher employment 
figures. Completions this year are ahead of last; 
and most analysts think that starts and firm con- 
tracts mean that the present building level will 
carry through this year or longer. 


BUILDING MATERIALS are not so scarce. There 
are shortages, usually local, and some are serious; 
cast-iron pipe, gypsum board, screen wire, nails, 
plumbing items and hardwood flooring. Lumber is 
produced at the rate of more than three billion 
feet a month. Lumber prices’ are about 75 percent 
hicher than two years ago; and lumber inventories 
are 12 to 14 percent higher than a year ago. 


U. S. ECONOMY shows some signs of changing 
to x buyers’ market. But houses and cars are two 
lines in which supply hasn't caught up with de- 
mend. Construction, roaring along at near capacity, 
wi. be faced with new demands generated by the 
locn insurance provisions of the McCarthy bill. This 
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boost may be offset in part by the drag of higher 
interest rates; which on new mortgage loans are 
likely to increase by from one-half to one percent. 


LARGER CONSTRUCTION CAPACITY? Not prob- 
able; so these pressures are likely to issue in higher 
prices, not more houses. Big demands will be in 
apartment projects. Will the big rental push mean 
a decline in the number of owner-occupied houses? 
Perhaps; though there’s no serious indications as 
yet. Much will depend upon who has the money 
and credit and wants to use it. “Buying power’ is 
another name for “demand.” That brings us up 
to price levels again. 


GLOOMY GUS! And just when we thought he’d 
been slung for keeps! But there it is; another reces- 
sion scare. The usual odd combination of fears that 
the boom will get bigger, force customers out of 
the market and initiate the bust. For example, the 
National Industrial Conference Board predicts small- 
er industrial capital investments next year. Con- 
struction costs will be about five times pre-war 
figures; forcing the big boys out of the market. 


FREE-MARKET LEVELS: Some lines haven't yet 
reached natural stability. Note that the gray mer- 
chants still deal in cars, farm tractors, steel and 
such. Some lines don’t want to reach natural sta- 
bility. Wages are set by the power of organized 
labor; not by freely operating natural forces. Farm 
prices are bolstered by government supports. Sure, 
there are strong arguments for these pragmatic 
processes. In any event the economy rests upon 
them. 


SHOTS IN THE ARM: Deflation has hazed us sev- 
eral times the past couple of years; has been 
staved off each time by new sources of buying 
power: Veterans’ bonuses; exports, including ERP 
stuff; tax cuts; inventory building and so on. The 
one new factor in sight at the moment, to get addi- 
tional cash set to work, is emergency spending for 
national defense. The national economy has already 
discounted all the others. 


RECESSION: The inflation bill may be a feeble 
cure, as the President says. But a lot of people of 
a sudden are not sure they want the remedy to 
be so hot it'll tear the patient's shoes off. GOP Sen- 
ator Flanders, who gets along with the President 
pretty well, warned Mr. Truman of a “catastrophic 
mess’ if he stood down on the brakes too hard. 
Opponents of support prices remember the farm 
market bust in 1920 that threw the whole economy 
into the ditch. 
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BERRYFAST e BERRYSEAL 


The amazing new Berry Brothers Floor Finishes that 
give you a powerful new selling tool with real 
customer appeal. Think of it! Now your customers 
can have beautifully finished floors in JUST ONE DAY 
with these quick-drying, long-wearing finishes. 

Get set for the extra profit of increased sales 

. . . write for full information today. 


BERRY BROTHERS 


Varnishes ‘ 


Enamels - Lacquers 
Detroit 7, Michigan + Walkerville, Ontario 
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The signs are pointing to increasing sales resistence 
on the part of consumers. This means a switch in 
emphasis from order taking to creative consumer sell- 
ing in lumber and building products stores. 

The foundation of creative consumer selling is ad- 
equate product knowledge. 


It might therefore be timely to review: 


The 38 things a retail salesman should know about 
the product he sells. 
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The product names and species. 

The consumer names for the same product. 
What the product is called when construction 
labor is applied to it. 

How the product is made. 

What it is made of. 
Sizes—colors—shapes—grades. 

How the consumer uses the product. 

How to determine the best product for each con- 
sumer use. 

What are the best colors, sizes and styles for 
each consumer use. : 
Different uses for the same product by varied 
kinds of customers. 

Varied products for each consumer use. 

The advantages and disadvantages of varied 
products for each use. 

Reasons why consumers buy each product. 
What are its consumer benefits and best selling 
points? . 

What do buyers lose or suffer by not having the 
product? 

What do buyers lose or suffer by buying some- 
thing of lesser quality? 

What questions do consumers ask about each 
product and how they answered? 

How are they assembled, applied or constructed? 
What types of mechanics are needed to apply 
them? 

How to measure and satisfy consumers needs for 
each product. 

The accessories necessary to make a complete 
job. 

The quality needed for each consumer use. 
What quantities to use for each consumer pur- 
pose. 

What related items can be used and sold with 
each product. 


HOW MUCH DO OUR RETAIL SALESMEN REALLY KNOW 
ABOUT THE PRODUCTS THEY SELL? 


25. 


26. 


27. 


28. 


29. 


30. 


31. 


32. 
33. 


34. 
35. 


36. 
37. 


38. 


Mr. 


Mr. 





What are the best ways to demonstrate the prod- 
uct and to use samples and displays? 


What objections do consumers raise against buy- 
ing and how can they be answered? 


What technical information is available about it 
and where can it be secured? 


What sales literature is available about it and 
how should each piece be used? 


What sales helps are supplied by manufacturers 
and wholesalers for each product? 


The limitations of each product.and what can go 
wrong with it. 


What features does it have no competitor can 
duplicate? 

Wherein is it superior to “similar” products? 
How big a local market for it—and what is the 
salesman’s individual opportunity? 

How to take off a product list from a blue print. 
How to survey a property for its various product 
needs. 

How to estimate the package selling price. 

The selling prices (with cash and monthly pay- 
ment basis) for each item, both as material only 
and as a consumer package unit. 

The tools used in supplying and servicing each 
product and how to sell them. 


. Manufacturer—What are you doing to assure that 


the sales personnel of your retail outlets know 
these things about your products? 


Wholesaler—What plans and programs have you 
to bring the necessary product education and 
training concerning the lines you distribute to 
your dealer customers? 


Building Products Dealer—Do you have an inter- 
nal employee educational program which will 
provide these 38 points of product knowledge to 
your sales people on all the products you sell? 


EDITOR 













Over 50,000 Homes Mv Gu% 
with UPSON STRONG-BILT PANELS 
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Easily Identified By the Famous BLUE Center 

















A splendid material to build a dealer’s reputa- 
tion. Proved by a 12 year record of satisfaction. 
Remember—Upson Strong-Bilt is a 6-ply panel 
laminated to an approximate *%" thickness. It is 
strong, durable, and crackproof, yet light in 
weight—ideal for dry-built full-wall construction. 
Offers efficient insulation value. 

Amazing Upson Floating Fasteners elimi- 
nate costly face nailing—anchor panels securely 
from the back—designed to compensate for 
normal structural movement of studs and joists. 
And carpenters can apply Upson Strong-Bilt 
any month of the year. 

Comes in usual 48” width and standard 
lengths as well as average full-wall sizes. Pro- 
duction is being increased. Keep in touch with 
your Upson jobber. 











THE UPSON COMPANY, 





Lockport, 


“me 
Sdlechochod dn von Sbeshedhedboderte™ 
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The amazing Upson Floating Fastener 
is nailed direct to studs and joists. 
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Application of Upson Shad-0-Line 
Cornice Moulding. 





New York 
Upson 6 ply Strong-Bilt Panels—for new construction. Upson 5 ply Kuver-Krak Panels for 
re-covering cracked plaster. Upson 5 ply Dubl-Thik Fibre Tile Panels—for baths and kitchens. 
Upson 4 ply Panels— for general use. Upson Easy-Curve Board — for displays and industrial uses. 
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Convention 


Schedule 
1948-1949 


This is the first announcement of coming con- 
ventions. We suggest you save this schedule 
for ready reference. Additions and amend- 
ments will be _ publicized as they become 
available. AMERICAN LUMBERMAN will 
carry the complete convention schedule regularly 
in the News and Trends Department starting 





in October. 





DATE 


Pre-registration by mail is being encouraged 
by many associations as a time and labor saver 
for both dealers and association officials 


ASSOCIATION HOTEL & CITY 





October 5-6 


Municipal Auditorium, Oklahoma City, Okla. 





January 10-11-12 





Minneapolis Auditorium, Minneapolis, Minn. 





January 11-12-13 


Kentucky Retail Lumber Dealers Association Brown Hotel, Louisville, Ky. 





January 18-19-20 


Ohio Association of Retail Lumber Dealers Cleveland Public Auditorium, Cleveland, Ohio 





January 24-25-26 


Northeastern Retail Lumbermens Association Pennsylvania Hotel, New York, N. Y. 





January 26-27-28 


Southwestern Lumbermen’s Association Municipal Auditorium, Kansas City, Mo. 





February 2-3-4 


Michigan Retail Lumber Dealers Association Civic Auditorium, Pantlind Hotel, Grand Rapids 





February 2-3 


Lumber Dealers Assocation of Western Pennsylvania William Penn Hotel, Pittsburgh, Pa. 





February 8-9-10 


Illinois Lumber & Material Dealers Association Hotel Sherman, Chicago, III. 





February 9-10-11 


Mountain States Lumber Dealers Association Shirley-Savoy Hotel, Denver, Colo. 





February 14-15-16 


Lumber Merchants Association Northern California Santa Cruz Hotel, Santa Cruz, Calif. 





February 15-16-17 


Wisconsin Retail Lumbermens Association Milwaukee Auditorium, Milwaukee, Wis. 





February 17-18 


Virginia Building Materal Association John Marshall Hotel,* Richmond, Va. 





February 25-26-27 


Nebraska Lumber Merchants Association City Auditorium, Omaha, Nebr. 





February 27-28 


West Virginia Lumber & Builders Supply Dealers Association (Unannounced) 





March 1-2-3 


Indiana Lumber & Builders Supply Association Murat Temple, Indianapolis, Ind. 





March 2-3-4 


Carolina Lumber & Builders Supply Association Civic Auditorium, Asheville, N. C. 


George Vanderbilt, Battery Park 





March 3-4-5 


Intermountain Lumber Dealers Association Hotel Utah, Salt Lake City, Utah 





March 16-17 


Louisiana Building Material Dealers Association Jung Hotel, New Orleans, La. 





March 16-17-18 


lowa Retail Lumbermens Association Des Moines Coliseum & Hotel Savery, Des Moines, la. 





March 24-25 


Florida Lumber & Millwork Association Soreno Hotel,* St. Petersburg, Fla. 





April 6-7-8-9 


Tennessee Lumber, Millwork & Supply Dealers Association (Unannounced), Knoxville, Tenn. 





Apri | 7-8 


Mississippi Retail Lumber Dealers Association Buena Vista Hotel, Biloxi, Miss. 





April 7-8 


New Jersey Lumbermen’s Assocation Traymore Hotel,* Atlantic City, N. J. 





April 21-22-23 


Southern California Retail Lumber Association Ambassador Hotel, Los Angeles, Calif. 





April 22-23-24 


Arizona Retail Lumber & Builders Supply Association Gadsden Hotel, Douglas, Ariz. 





April 24-25-26 


Lumbermen’s Association of Texas 





Fair Park Agricultural Bldg., Dallas, Texas 


*Exhibits at all conventions except those marked by an asterisk. 
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yemericau Lumbernan\\o 
Wisconsin’s 102 -Year-Old | Lé 


Four generations of retail lumbermen have made 
an enviable record for continuous achievement 
in serving the needs of their trading area 


HEN CHARLES HALASZ 

came to Sauk Prairie, Wis., 
from his native Hungary in 1840, 
the population of Wisconsin, not 
yet admitted to the Union, was 30,- 
945. Madison, the capitol, was then 
a struggling hamlet of 346 souls. 

Wisconsin’s virgin forests re- 
sounded to the bite of the axe and 
the whine of the saw. Tremendous 
lumber rafts, piloted by intrepid 
woodsmen, brought lumber down 
the Wisconsin River through dan- 
gerous rapids to the lumber dealer 
of that day. 

Such a one was Charles Halasz, 
better known as Squire Halasz, who 
with the help of his cousin, Count 
Auguston Haraszthy, established 
the settlement of Sauk City. Har- 
aszthy was drawn to California by 





STUCK on a sand bar, left, the raft is being hand-spiked to free it. Living quarters aboard the 
raft, center, were not luxurious. Teams came down to the river, where lumber, right, was 


24 


the Gold Rush of ’49, where he later 
helped develop the grape industry. 
His cousin, Squire Halasz, re- 
mained in Sauk City to carry on 
the only retail lumber business for 
miles around. 

That business is still thriving in 
Sauk City, today a town of 1,500 
people. It is unique, perhaps, 
among the retail lumber businesses 
of America. 

Throughout its entire history 
this retail lumber business, which 
operates under the name of Lach- 
mund Lumber & Coal Co., has re- 
mained on the same site and in the 
same family. To maintain a con- 
tinuous business for so long a 
period, through business cycles 
which threatened the economic life 
of the nation, made unusual de- 


unloaded piece by piece from the raft. 
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an\(only 75 years old) Salutes 
Lachmund 
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were pilol 
Lumber ( 


wn the Wisconsin River to sup- 


vith lumber in its early days. 


mands on the company. That it has 
met this challenge successfully is 
reflected not only in the excellent 
dollar volume sales rung up annu- 
ally, but in the well-kept physical 
property and the aggressive mer- 
chandising techniques of today’s 
management. 


CARL LACHMUND CARRIES ON TRADITION 


CARL LACHMUND, manager and 
secretary-treasurer of the corpora- 
tion, is the great grandson of the 
founder, Charles Halasz. His aunt, 
Miss Irma Lachmund, 72, a book- 
keeper at the company’s retail store 
for many years, is the president of 
the corporation. Carl Becker, the 
yard foreman, has been a Lach- 
mund employe for 42 years. Mike 
Hemberger, 83, the company’s old- 
est customer, recalls coming to buy 
lumber with his father at the age 
of 12. 


In those days, local sawmills sup- 
plied the rough lumber which was 
seasoned and planed at the yard 


Lumber G& Coal Co. 


after being floated down the Wis- 
consin River in rafts. Carpenters 
of Swiss and German descent did 
cabinet work and fashioned the 
chairs, tables, bedsteads, commodes 
and bookcases of walnut, cherry, 


LACHMUND Lumber and Coal Com- 
pany’s first truck, a Winston, carried a 
model home as a float in the Armistice 
Day parade at the close of World War I. 


This 


brightly decorated float featured 
femininity and millwork. 


Lachmund 
Sauk Prairie’s 
parade in 1938. 


Streamlined, this 
peared in 


float ap- 
centennial 


OFFICE in 1908. You won’t have any trouble identifying the salesman. Center is Carl Becker, 
still employed by the company. Edward L. Lachmund, right, was manager of the company. 
Seated beside him, taking his ease, is a Mr. Sladek. 
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The cover of this issue shows the 
Lachmund Lumber & Coal Co. as it 
looked in the 1880’s. The cover per- 
sonalities are the four generations of 
company management, 1846-1948. 





oak or butternut which are still 
seen in Sauk County and the sur- 
rounding countryside. 


“There was nothing but piles of 
pine lumber in the yard,” recalled 
Mr. Hemberger, the veteran cus- 
tomer who had stopped by the store 
for insulating paper for his small 
home in which he lives alone. An 
early yard picture discloses a sign 
advertising “lumber, shingles, pick- 
ets, doors, sash and mouldings.” 
Wire fencing, brick, sewer pipe and 
coal were added later, then nails, 
paint and what would be considered 
basic building materials today. 


“Cement was forced on us,” de- 
clared Mr. Becker, the yard fore- 
man, who recalled the ‘hauling 
bees’ of the early days. A dozen 
farmers by previous agreement 
would come to the yard with their 
empty wagons and help one another 
load. Those were the days when 
hemlock roof boards sold for $15 
per thousand and 18-foot studs 
were $27 per thousand. 


ONDEW oo OO 
SCREERS 
2s SRR 


EXTERIOR of the Lachmund Lumber & Coal Co. as-it appears today. 


Those were also the days when 
advertising was by word of mouth; 
now Lachmund Lumber & Coal Co. 
advertises by radio, newspapers 
and direct mail. Lumber was raft- 
ed down the Wisconsin River then; 
now it comes from the west and 
south by railroad. One wagon and 
two horses were used to make the 
early Lachmund deliveries; later 
came the hard-tired Winston truck 
which created a sensation as it 
roared around town, frightening 
everyone including the driver, Mr. 
Becker. Pneumatic tires put this 
truck in an elegant class and recre- 
ation seats were fitted to the truck 
body for Sunday picnic drives. 


i 2 
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High-powered trucks, carrying 
1,001 items, rush building materi- 
als to house jobs supplied by the 
Lachmund organization today. 


CARPENTER LABOR AVAILABLE 


PEOPLE did their own building in 
those days as they still do today in 
the country to a surprising degree. 
Nevertheless, Lachmund is pre- 
pared to furnish a carpenter to a 
prospective home owner who needs 
help on the job. An estimated 75 
percent of Lachmund’s business is 
with farmers. Kitchen remodeling 
is a specialty of the Lachmund 
Lumber & Coal Co. The company 


STORE display left, includes advertising for the company’s own doors and windows fabricated 

in the woodworking shop. Kitchen cabinets are a big item in the major kitchen remodeling 

jobs done by the company. Here are some cabinets, right, about ready to leave the shop. Herb 
Jenewein, in charge of the cabinet shop, looks over some of his work. 
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MIKE HEMBERGER, 83, left, has been ERNST SETZKE, left, recently retired CARL LACHMUND, who represents the 
trading with Lachmund off-and-on for 70 after serving the company for 32 years as fourth generation managing the company 
years. Early lumber prices as shown in draftsman and head of the carpentry founded by his great grandfather, hold- 
the ledger held by Manager Carl Lach- crew. He is giving a few pointers to ing a potential fifth generation lumber- 
mund, center, and Ludwig H. Madison, Wallace Halena who took over the job. man, his son, Gary L. Lachmund, age 214. 
bookkeeper, set everyone laughing. 


arrying 
materi- 
by the furnishes the plans, material and — 


y- labor for these jobs, which average Chronological Family History of 102-Year-Old Company 
$750 each and last year totaled : : ; 

~ approximately 40 in number. 1846—Charles Halasz, dealer in lumber, opens his business. 

The complete restyling of the 1877—Paul Lachmund, sen-in-law of Charles Halasz, becomes the 

kitehen is done on a firm price , proprietor. 











lding in 
oday in 


degree wasis if the owner insists. Costs 1891—Victor, oldest son of Paul Lachmund, joins his father in the 


vary from $21 to $27 per linear business under the name of P. Lachmund & Son. 
IS pre- foot. The job includes new cabi- 


wer ‘ nt 1905—Paul Lachmund’s second son, Edwin L. Lachmund, becomes 
nets, new ceiling and sidewalls and coated: ie: ti te ted 1 adhd tunias & Gaal 
0 needs any additional millwork such as C a 1 
ated 75 casement and sash, and accessories ll : , , | 
iness is like exhaust fans. The company is 1937—Edwin's son. Carl, starts learning the business. 

odeling in an excellent position to do this 1942—-Carl Lachmund becomes manager and secretary-treasurer of 
chmund work with a draftsman on the staff, the corporation. 

ompany five carpenters on the payroll and 
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Sauk City Wis 


«i NEWEST and oldest employes, John Ehl, left, graduate of a 30-day short course for young lum- 
bermen sponsored by the Wisconsin Retail Lumber Dealers Association, and Carl Becker, yard 
foreman, seen in another picture in this article taken 40 years ago. Miss Irma Lachmund, 

right, president of the corporation and a bookkeeper at the retail store for many years. 
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TWO house jobs for which the company is supplying materials. Stock or custom plans are 
available for the prospective home owner, who can also secure carpenter labor from Lachmund’s. 





Oldest Retail Lumber 
Company? 


Can your retail lumber concern 
surpass the longevity record of the 
Lachmund Lumber & Coal Co.? 


Carl Lachmund, manager and 
great grandson of the founder, be- 
lieves he is heir to some kind of a 
record. His organization has oper- 
ated as a retail lumber business for 
102 years on the same site and in 
the same family. 

If your organization rivals this 
record, write AMERICAN LUMBER- 
MAN, 139 North Clark St., Chicago, 
2, Ill, and give us the vital statistics. 





a well-equipped cabinet shop 
manned by skilled woodworkers. 


Three to six men are employed 
in the shop. Carl Lachmund fol- 
lows through on the kitchén re- 
modeling jobs with photographs by 
a professional photographer of 
completed kitchen projects. These 
have proved to be an excellent sell- 
ing tool. 


Although it was engaged in the 
contracting business at one time, 
Lachmund Lumber & Coal Co. now 
confines its building activities to 
furnishing carpenter labor. The 
company works closely with con- 
tractors, including those active in 
roofing and siding. Lachmund pro- 
vides the materials, the contrac- 
tors, the labor. Quite recently the 
company started to handle cement 
blocks, more as a tip-off to new 
building projects than for the profit 
in the blocks themselves. It fre- 


28 






e 


THIS is how the first house erected in 

1916 by the Lachmund concern looks 

today. It has seven rooms and sold for 
$3,200. 


quently recommends sub-contrac- 
tors to prospective home builders. 


KITCHEN REMODELING BIG BUSINESS 

CUSTOM house plans and stock 
plans are available at the store. 
Ernst Setzke, head of the carpentry 
crew and draftsman for 32 years, 
recently retired. Wallace Halena, 
who has had drafting and design 
experience, is working into the job. 
Herb Jenewein is in charge of the 
kitchen remodeling and cabinet di- 
vison. 

The shop is one of the com- 
pany’s most profitable departments. 
Window and door frames are fabri- 


cated, an unusually good business | 


being done in odd-sized windows 
and doors. There is a great demand 
for these odd sizes, according to 
Mr. Lachmund, because few shops 
will accept such work. The shop 
also repairs wood parts for ma- 
chinery, makes garage doors, re- 
screens screens and planes and 
sizes native lumber, the latter serv- 
ice more for good will than profit. 

Although the company has spe- 
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cialized in kitchen remodeling and 
some bathroom remodeling, it was 
active during the war in turning 
attics and garages into apartments 
and doing work for the tremendous 
Badger Ordnance Works. Business 
conditions, Mr. Lachmund feels, 
may eventually lead the company 
back into the contracting business. 
However, the job of operating to- 
day’s modern retail yard and store 
is a job by itself, a much more com- 
plex job than his great grandfather 
faced in 1846. 

In the span of 102 years the or- 
ganization has grown from two 
employes to 13. Employes of the 
company receive a bonus at the 
end of the year, also a weeks’ vaca- 
tion with pay. The management 
and employes share the cost of 
hospital insurance. 

The company headquarters has 
been remodeled three times since 
the company -was founded. The 
latest transformation was over the 
past five and six years. The store 
interior has smart ceiling and wall 
treatments utilizing construction 
materials available at the ware- 
house. The showroom is small, but 
the shelves are neat and the dis- 
play islands, turned out in the com- 
pany’s woodworking = shop, are 
stocked with attractive consumer 
items. 

Fluorescent lights and a yard i0- 
tercommunications system would 
baffle Squire Halasz if he were t0 
return to his office today. He would 
probably be even more surprised to 
find a fourth generation lumber- 
man doing business at the old 
stand with a fifth generation, cul 
rently age 214, ready to take over 
when the time comes. 
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Northwestern Campaigns 





Alert Association Will Tell Public 
Facts About Socialistic Trends .. 





Wheels have been set in motion 
by Northwestern Lumbermens As- 
sociation for aggressive operation 
of its new public relations pro- 
gram, designed to keep the general 
public thoroughly informed on all 
matters of national and state leg- 
islation having a socialistic trend; 
and therefore harmful to the build- 
ing industry and business in gen- 
eral, 

Based on activities of the asso- 
ciation’s newly-created national 
legislative and national housing 
committees, the public relations 
program aims at giving the public 
the facts with respect to legislative 
levelopments in such important 
fields as housing, wages and hours, 
brice controls, exports and imports, 
government regimentation and con- 
trols, etc. A well-informed public 
ls essential if dangerous legisla- 
tion in these fields is to be pre- 
vented, the Northwestern believes, 
it is assuming major responsi- 
bility toward that end. 


DIRECT CONTACT 


Through its new national legis- 
lative and national housing com- 
Mittees, Northwestern Lumber- 
mens Association gains direct con- 
act for its members with Congress 
and its many committees and sub- 
‘committees. The two groups are 
breparing action platforms to im- 
blement their work. 

Complete information on_ the 
‘ubjects involved in this program 
vill be compiled by the association 
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and fed at frequent intervals to 
newspapers. 

In announcing the program, 
Secretary W. H. Badeaux invited 
all dealers in smaller communities 
and rural areas who want the asso- 
ciation’s public relations publicity 
to appear in their local newspapers, 
to report the name of both paper 
and -editor to the association. Those 
publications then will be added im- 
mediately to the list to receive all 
material. 


quoted from Northwestern Lumbermens 
Association 


Congressman Speaks 


From a radio address by 
Representative Dirkson of Illinois 


“.. What, if anything, has gov- 
ernment been doing about housing 
over the years? Well, I’ve been 
around Congress as a member for 
sixteen years, and I remember well 
most of the legislation that was 
passed. Back in those distressed 
days in 1933, we began with the 
Federal Home Loan Bank Act and 
the Home Owners’ Loan Corp. In 
the same year we created a public 
housing program and also set up 
a Federal Housing Administration. 
Then, in 1937, we created the 
United States Housing Adminis- 
tration. In 1944, we passed the 
so-called GI or Servicemen’s Read- 
justment Act, which contained a 
housing title. And then, in 1946 
we created the office of Housing 
Expediter. Since 1932, we’ve com- 
mitted or expended or incurred lia- 
bilities in the housing field of more 
than $20,000,000,000—and let me 
say, in my book, that’s not hay.” 

Mr. Dirkson then explains how 
various agencies and adminis- 


News of National Interest from Organized Dealer Groups 


trators used these vast sums. He 
concludes: 

“They found, simply enough, 
that it took materials and man- 
power to build houses. They found 
it couldn’t be done with directives, 
rules, regulations and red tape, 
which are the usual weapons of 
government.” 


quoted from Illinois Lumber and Mate- 
rial Dealers Association, Inc. 


“GOOD ROOF" 


lowa lumber yard employee 
puts quality roof on car 


BILL BERVIN, truck driver em- 
ployed by the Joyce Lumber com- 
pany, retail firm located at Ester- 
ville, Ia., was faced with a serious 
problem recently when the roof on 
his otherwise trustworthy car 
sprang a leak. The accompanying 
photo shows Bervin’s practical solu- 
tion. 

“As long as my car needed a new 
roof,” Bill said, “I figured I might 
as well do a good job of it.” 


“SHINGLE JOB” 






































































Y ESTERDAY WE went out by 

invitation to inspect the first 
steel house erected on the local 
market. We went with all the pre- 
conceived notions that our industry 
has developed about steel in the 
home. We knew it would have a 
cold metallic appearance. 

But believe us, we were in for a 
shock. On first appearance, we 
would have been happy to move 
right in and begin feeling at home. 
And after putting some wise ques- 
tions to the gentleman who showed 
us through, we begin to get the 
idea that here was real housing 
value, backed up by thorough de- 
sign, an appreciation of what 
makes a house livable, and the de- 
sire to give the public real perma- 
nence in a low cost house. 

The Lustron house is bigger than 
it looks; it looks natural on the lot 
even though the landscaping is at 
a minimum. The cream colored 
enameled walls have a bright clean- 
liness that is inviting. (And the 
salesman points out that all it 
takes is a little soap and water to 
keep that same brightness over the 
years. ) 

The house is one story ranch 
house style with no basement. It 
is pl by 35 feet and has 1,085 
square feet of space. The living 
room is 16 by 14, one bedroom is 
12 by 12 feet and the other one 
10 feet six inches by 14 feet. 
There is a large bath, roomy dining 
alcove, a modern, deluxe kitchen 
and a spacious utility room. 

An amazing amount of closet and 
drawer space is packed into the 
walls between rooms. Doors slide 
effortlessly out of the way instead 
of swinging. Distributors for the 
Chicago area estimate the house can 
be completely equipped with furni- 
ture for approximately $2,000. 
Taking a quick inventory of the 
built features and appliances in- 
cluded with the purchase price, we 
estimated it would take from a 
fourth to a third less to furnish 
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Enameled Steel House 
Shown to Chicago Public 


AL&BPM reporter inspects first Lustron house—finds crowds enthusiastic over new 
type home that will be factory mass produced and sold and erected ready to 
live in. Dealers will act as service agencies much as garages now do for autos 


the Lustron house than the con- 
ventional house. 


QUALITY FEATURED 


ANOTHER impression left with 
us was one of quality. Everything 
felt and looked solid and substan- 
tial. There was nothing unfinished, 
no appearance of inferior materials 
used to keep the price down. 

After a thorough going inspec- 
tion in which we rapped walls look- 
ing for a tinny sound and put pres- 
sure on panels looking for poor 
construction, we cornered an en- 
gineer out way from the crowd. 
It was a very impressive looking 
house, but we wanted to ask about 
those traditional problems that 
supposedly eliminate steel in the 
housing market. 

“What,” we asked, “are we going 
to do when our little demon sir 
year old bends once of these steel 
panels with a hammer? We can’t 
call in a carpenter the way we can 
with wood.” 

The engineer had a very efficient 
answer for ‘that one. 


“Your house distributor will act 
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REPORTER went back after grand opening, found large crowds waiting to inspect this 
house. They expressed amazement and enthusiasm over quality and price. 
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very much like your garage man. 
He will be equipped to replace from 
stock any panel or other feature 
in the house.” 

The answer knocked the props 
from under our questions about 
what happens when the heating, 
plumbing or wiring goes wrong. 

So we asked, “How about that 
cold appearance of steel?” 


“Does it look cold to you?” the 
engineer asked. 

We had to admit it was one of 
the most pleasant, warmest appeal- 
ing houses we .had inspected in 
some time. The enameled interior 
finishes are in basic blues, greens 
and creams that blend into any 
decorative scheme. 

“Of course,” we said, “your 
house is limited by its finish. The 
householder can’t repaint after 4 
period of time to suit himself. He's 
stuck with what he buys :in the 
way of color.” 

“As I said,” was his answer, “ou! 
colors are basic, pleasing and 
fit in with any decorating scheme. 
Most redecoratirig is done because 
the finish has gotten dingy. Our 


August 28, 1948, AMERICAN LUMBERMAN & 















Buu 





nterior 
greens 
to any 


“your 


scheme. 
because 


ACTUAL SIZE 


Rosturick Products 


All types of metal lath, standard and 


expanded corner bead, cold rolled 
channel iron, hanger wire, tie wire, 
cornerite, wall ties, wall plugs, metal 


arches, mortar boxes. 


Buitptnc Propucts MERCHANDISER 


TRUSS-WING CORNER BEAD 


@ Send for a sample today, and we will send data along 
with it which will give you exclusive sales advantages, 
available in no other standard type corner bead. A few 


of these Bostwick features are listed below: 


1. CORRUGATIONS RUNNING LENGTHWISE of the wing 


For rigidity, for straightness. 


2. “B" PERFORATIONS 


Located for curved work without kinks. 


3.B” PERFORATIONS NEAR THROAT 


Located near throat for better plaster key. 


4.NOSE 


Round, not flat, finish won't crack or peel. 


THE BOSTWICK STEEL LATH COMPANY 
100 HEATON AVE. ~. NILES, OHIO 





enamel finishes can be washed off 
with soap and water to look like 
new for the life of the building. 
Later models will simulate wood 
or any number of other finishes.” 


SOUND PROOFING 


WE HESITATED to bring up the 
question of a tinny sound in the 
steel panels. The engineer helped 
me out. 


“You probably noticed the walls 
sounded substantial,” he said. 


We admitted as much. 


“That comes,” he explained, 
“from sound-proofing -the back 
sides of all the steel sheets with a 
sound deadener. We expect to do 
better and better along that line.” 


We knew there must be other 
points where we could pin my 
friend to the wall but we could 
not think of any on the spur of the 
moment. So we pulled out the $64 
question. 


“And just what is this ‘little item 
going to cost the public,” we asked 
our informant. 


“Take a guess,” he countered. 
“Name a'price ready to move into, 
except for the lot, but including 
the built-in features such as the 
vanity in the master bedroom, 
bookcase in the living room, dining 
alcove, china cabinet, floor-to-ceil- 
ing kitchen cabinets, combination 
clothes and dish washer, electric 
hot water heater, automatic heat- 
ing system with radiant ceiling 
heating, and the deluxe asphalt 
floor covering.” 

We ran through in our mind the 
last dozen conventional houses of 
similar quality, size and conveni- 
ence that we had inspected around 
Chicago, and then played it con- 
servative so he could not name a 
price under ours. 

“About $12,500,” we said confi- 
dently. 

“No,” he said. “Not $12,500. We 
expect to deliver the house as de- 
scribed for about $8,500.” 

“For $8,500?” we exclaimed. 

“Yes,” he said, “for $8,500. Does 
that sound high? We had to raise 
the price a little above the original 
estimates, what with the increase 
in steel.” 


MUCH FOR THE MONEY 


WE COULD see that numerous 
others wanted to question our in- 
formant so we thanked the gentle- 
man for his time and gave the 
house another thorough inspection 
in the light of the proposed price. 
Try as we did, we could not find 
much wrong with it. In fact, we got 
the impression we get from step- 
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ping into a Cadillac car—the im- 
pression of quality, good design, 
roominess, and downright luxury, 
all for $8,500 plus lot. 

Riding back downtown on the 
“el,”” comparisons and implications 
kept running through our mind. 
Here was a _ beautifully finished 
house, built by an independent com- 
pany. It overcame the characteris- 
tics in steel that are suppose to 
make it a poor product for a home. 
We remembered reading recently 
that big steel calmly allotted $250,- 
000 for research in house develop- 
ment. What would that kind of 
money and backing bring forth if 
a single company could develop 
the house we had just seen? 

We could not stop thinking what 
steel, engineering, design and mass 
production did to the horse and 
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buggy age. The buggy makers kept 
saying the auto was a new fangled 
contraption that could not last. 
They said people would not accept 
the auto. 

Leaders in our industry for some 
time now have been pleading for 
coordination of efforts from the 
manufacturer, the supplier, the re- 
tailer and the builder. They have 
been saying that we must set aside 
substantial sums for research on 
how to build better houses cheaper. 
They have been saying that we 
must work together toward being 
able to turn over to the public 4 
completed, package house, a house 
about which we could say, “Here’s 
the complete house. Here’s the 
price. Move in and start living.” 

That is exactly what steel }s 
now doing with the Lustron house. 


¢ 
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Exclusive Distributors 
Now Being Chosen for 


AQUAPHANE 


the new miracle, semi-plastic protective coat- 
ing for concrete, brick, stucco, plaster, stone 
mortar—to be widely advertised 


If you can qualify as a distributor, mail your 
application today for exclusive distribution 
of amazing Aquaphane in your territory. 


This is the new, semi-plastic protective 
coating announced in scores of leading pub- 
lications. It will be heavily nationally 
advertised. 


Sensational selling advantages of Aqua- 
phane will guarantee highly profitable busi- 
ness to exclusive franchise holders. 


As announced in advance releases, Aqua- 
phane is amazing — prevents penetration of 
rain, snow, dampness, sleet, water — reduces 
the water absorption of common brick by 
more than 90% —and protection increases 
with age! Current mail from builders, home 
owners and industry indicates enormous in- 
terest and sales potential. 


Unlike other products, new, transparent 
Aquaphane will not. peel—is non-toxic—non- 
inammable—can be painted over wet or 
dry surfaces with ordinary brush. 





Aquaphane is the sensational new 
product announced in editorial articles of 


American Paint Journal 
Science News Letter 
Food Processing Preview 
Ice and Refrigeration May, 1948 
American Roofer June, 1948 
Contractors & Engineers Monthly July, 1948 
Mill and Factory July, 1948 
Factory Management and 

Maintenance July, 1948 
Plant Engineering July, 1948 
Chemical Processing Preview July, 1948 
Science Digest August, 1948 


Journal of Commerce, 
New York 


May 24, 1948 
June 5, 1948 
June, 1948 


April 28, 1948 


...and scores of other recognized publications 











—_— In applying for franchise, write us at ad- 
dress below—full information on your firm—territory 
you cover — storage facilities—kind and size of your 
organization. 

Small inventory investment required. Write today! 
This offer may never be repeated as applications are 
already being accepted. 


International Aquella Products, Inc., Dept. A. L., Rockefeller Center, New York, N.Y. 
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While construction in most 
building fields zooms to all 
time highs, erection of apart- 
ment dwellings falls far be- 
low needs. 


THE RELATIVELY small number 
of apartment units built in the last 
two years accounts in no small part 
for the continued shortage of liv- 
ing space for many thousands of 
people. The poor showing in apart- 
ment construction is attributed in 
many quarters to the government 
policy of holding apartment rents 
at too low levels. Owners could not 
figure to get a return on their in- 
vestment with prospective incomes 
possible under rent ceilings. 


WITH RECORD incomes, heavy 
mechanization programs and new 
farming methods, farmers are pour- 
ing hundreds of millions into new 
construction. Dealers who can give 
their farmer customers practical 
dope on machinery storage, grain 
and baled hay storage, one story 
barns, the value of insulation and 
how to insulate properly, how to 
modernize old buildings into eff- 
cient producing structures, etc., 
will grab the best share of this 
huge building material market. 


PER CAPITA building construc- 
tion reached dizzy heights in most 
parts of the country in 1947. As- 
tronomical expenditures took place 
in western and southern centers 
where large shifts in population 
and industry required numerous 
new living quarters. Some north- 
ern cities with acute housing short- 
ages are near the bottom of the list 
in per capita expenditures for new 
construction. One good reason for 
smaller expenditures in the north 
is the fact dwelling units are now 
costing nearly double what they do 
in the south and much of the west. 
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Record Construction in Most Markets Not 
Felt in Apartment Field 


- Apartment Construction at Low Level 


THOUSANDS OF Number of Dwelling Units in New Apartment —tHousanos oF 
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NEW BUILDING ON THE FARM 
SIMON Farm Construction in the United States oiiltions 
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ITS NEW! 


And available now! 


Puct--- 


TESTED! 


by 40 years of experience / 








Instantly installed, the Dixon Weather-Lok Win- 
dow Unit eliminates on-the-job construction . . . 
cuts work and time in fitting windows and frames. 


PRECISION BUILT — of sturdy, kiln-dried 
Chemically treated to resist 
weather, wear, and termites. 


Ponderosa pine. 


ADAPTABLE—with a minimum of change, it may 
be used for frame, veneer, or solid masonry 
buildings. 


CUTS COST — not only in installation, but you 
save money by buying at the lowest possible price 
| —possible only because the manufacturer owns 
and controls his operations from timber to milling. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 
‘GRANT ax GRANT DIXON,JR. HAL R. DIXON 


| PRESIDENT VICE-PRESIDENT 


For Full Information about Weather-Lok Units 
Write or Wire 


JOHN H. MEARS, Inc. 
Baltimore 30, Maryland 


| ELLIS GLAZING CO. 
| Henryetta, Oklahoma 


| EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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TREAS- MANAGER 






































for YOUR 
Piggy Bank 


* There are three simple— 
but important—ways that we can 
contribute to your profits. 


One: An aggressive and promotion- 
minded sales force is ready to back 
up your merchandising efforts— 
to help you sell pre-war quality 
plywood—to keep you posted on 
“best buys”—to help you make the 
most of today’s opportunities. 


Two: We'll carry your plywood 
inventory. Order what you need, as_ - 
little or as much as you need, when 
you need it. No loss—no storage 
problems. 


Three: Our strategically-located 
three warehouses—with expanded 
facilities will give you speedy, 

“right now” service to insure customer 
satisfaction; your customer, that is. 
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As close to you as your telephone. 


INDIANAPOLIS PLYWOOD CORP. 


1300 BEECHER ST., INDIANAPOLIS 7, IND. GARFIELD 4433 
1ST. & COLUMBIA STS. LAFAYETTE, IND. PHONE 2345 





OHIO VALLEY 
PLYWOOD CO. 


VINE AT SPRING GROVE 
CINCINNATI, OHIO 
WOODBURN 9280 
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LUMBRD 
NIGAM LUMBER YARDS LTD 
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SHAWNIGAN LUMBER YARDS LID. 


What’s New in CANAD 


ODERN MERCHANDISING 

ideas are not restricted to 

any one country, this pictorial dis- 

play of the Shawnigan Lumber 

Yards, Ltd., Victoria, B. C., indi- 
cates. 

Built-in shelving is incorporated 
in the walls. Colors used in the 
display room are two shades of 
blue, a pale yellow and a salmon 
tone. As indicated in the various 
photographs, displays of all build- 
ing products are departmentalized. 


CONSUMER COUNTER is used as a 
selling aid. Plenty of room for floor 
traffic between islands. 


NEATLY DISPLAYED are the large 

number of electrical wares and over-the- 

counter items. Rental of floor sanders 
and polishers is encouraged. 


Displays include builders’ hard- 
ware, paints, tools, roofing papers 
and allied lines. 

Shawnigan is managed by F. W. 
Hawes, who has been actively con- 
nected with the production and sale 
of lumber in British Columbia for 


SHAWNIGAN utilizes window display 
space to the fullest advantage, 


Victoria merchant has a layout that 
combines utility and good taste, 


more than 30 years. Assisting Mr. 
Hawes is George Thornbury, yard 
superintendent. Under their joint 
management the business has 
steadily expanded and modernized, 
In 1935 when they took over the 
business, they combined the shovw- 


rooms and offices into a single 


24x26 show room. 


Today’s modern showroom meas- 
ures 32x60. Private offices are l0- 
cated in the rear of the showroom. 
A storage warehouse provides al 
additional 2,000 square feet of floor 
space and also serves for the sto!- 
age and shipping of general build- 
ing supplies. 


An architectural feature of both 
the display room and warehouse !s 
the single span ceiling constructio 
which eliminates interfering posts. 
In recent years storage lumber 
sheds have been added, also a plat 
ing mill and woodworking factory: 
The latter makes a specialty of col 
structing walk-in  refrigeratot, 
kitchen and commercial fixtures. 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


display 
ige. 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 


x** 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


xk 


Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idah 
*Northwest Timber Company, Gibbs, Idaho P "4 . 510 , 
*Thompson Falls Lumber Company, Thompson Falls, Mont. + ° 

*& Member Western Pine Association elephone nN 


Daily Production 190,000 Feet Kiln Dried Lumber 























HERE'S A 
"COMPLETE WORKSHOP" 


that rips, cuts off, makes compound miter 

cuts, rabbets, grooves and miters, planes, joints, 

fits doors, moulds straight edges. Particularly use- 
A ful in finishing cupboards, bookcases, and special 
single casements. 


BOICE-CRANE SAW-JOINTER 


ss Only Boice-Crane makes this popular unit. A _ 10" tilting-blade saw and a 6" jointer are 
m meas compactly combined on a steel cabinet stand and driven by one, rather than two motors. Imi- 
are lo- “——-—s=-stations have saws on which the table, not the blade, tilts. 


owroom. 


‘ides an ff | BOICE-CRANE SPINDLE SHAPER 


_ of floor 
he stor- Here's a compact, sturdy, safer shaper for producing commercial 
“ b ‘ld grade sash, fine mouldings, coped joints, stair treads, drawer and 
al build- \ 





cupboard fronts, raised panel doors. 


The only shaper having ''down-draught"’ exhaust for chips from the 
cutters, and '/."" and 34"' cutter-arbors formed on a solid one-piece 

f poth vanadium steel spindle—stronger, more accurate and safer than any 
0 E 2-piece type. Merely invert the quill to change from %"' to |/2"' 
house 18 ; arbor without special tools. 


struction 
ig posts. 


lumber BOICE-CRANE COMPANY 


9 a plat 


factory. /you should 1000 Central Avenue Toledo 6, Ohio 
y of - { BAND SAWS @ THICKNESS PLANERS @ SAW JOINTERS @ 
geratols, SPINDLE SHAPERS @ JIG SAWS @ BELT SANDERS @ 
xtures. » SPINDLE SANDERS @ LATHES @ JOINTERS @ DRILL PRESSES 


RMAN & 





Write for free literature 
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Bright future ahead for the building products merchant who 
is prepared to expand his maintenance and repair market 





MARSHALL F. MEYER 


ey HE new FHA Title I, 10 per- 

cent down yayment require- 
ment is, we believe, going to in- 
crease the lumber dealer’s share of 
the 1948 Eight Billion Dollar main- 
tenance and repair market. 

We have now had two or three 
months to let the dust settle and 
to analyze the facts since the new 
amendments to FHA Title I went 
into effect May 10. What, as so 
many times happens, appears to be 
a large obstacle has disintegrated 
and may, in fact, become a power- 
ful sales aid. 

Many high pressure salesmen, 
in the past, sold building materials 
and/or labor by the one-shot meth- 
od. This type of salesman is now 
finding it very difficult to close the 
sale and get the down payment on 
the first call. The result—a lot of 
this business will now be sold by 
the man who should sell it—the 
bonafide and responsible retail 
building material dealer 


TREMENDOUS MARKET AVAILABLE 


AMERICAN LUMBERMAN & BUILD- 
ING PRODUCTS MERCHANDISER re- 
cently developed some statistics 
which indicated that maintenance 
and repair jobs accounted for $7.0 
billion of the 1947 construction to- 
tal. Approximately $530 million 
was insured in the same period un- 
der Title I by FHA. How much 
of this time-payment business was 
done by lumber and building ma- 
terial dealers we do not know, but 
we emphatically believe that their 
percentage of the estimated 1948 
volume of $8.0 billion will be much 
greater. Why? Because it is now 
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By Marshall F. Meyer 
Allied Building Credits, Inc. 


What the New FHA Title | 


Clause Means in 
Terms of New Dollars 


the dealer’s (or his salesman’s) re- 
sponsibility to secure the first pay- 
ment, the down payment, and to see 
that his customer thoroughly un- 
derstands the transaction. The 
reputable and responsible dealer 
has always done this—but it will 
effectively trim the fly-by-night’s 
wings. 

Interpretations by FHA regard- 
ing the amendment to Regulation 
VIII (relating to a statement or 
sales contract agreement with the 
customer) have eliminated most, if 
not all of the confusion which pre- 
vailed when it became effective. 

The main objective of the state- 
ment or contract, is to make sure 
that there will be no doubt in the 
mind of the customer as to what 
he is paying for and what he will 
receive. In order to achieve this 
objective (and comply with the 
regulation) the minimum state- 
ment or contract must indicate 
three things: 1) The type of the 
proposed improvements to be made; 
2) The extent of the improve- 
ments; and 3) A description of the 
materials to be used. 


DEALER MUST SIGN FORMS 


A NEW form, to comply with the 
regulation, is not necessary. Any 
of the sales tickets, invoices, state- 
ments, estimate sheets, or contract 
forms now in use are satisfactory, 
although special forms are avail- 
able. Whatever type of form is 


used should be signed by the dealer © 


and the customer. While it is not 
mandatory that the customer sign 
the statement, it is desirable and 
sound business practice for him to 
do so. 

We believe that the following 
FHA interpretation regarding a 
dealer’s statement and description 
of improvements answers the ques- 
tions most of us had in our minds. 
The letter TI-65 mentioned is the 
one in which the announcement re- 
garding the amendments to the 
regulations was made. 


“The suggestions given in 
our letter TI-65, dated March 
18, 1948, represent what we 
believe a model dealer’s state- 
ment or contract should con- 
tain. They are not manda- 
tory, but they are a part of 
your guiding administrative 
policy and we strongly urge 
lending institutions to follow 
them whenever it may be 
practicable. 

“If an insulation job is be- 
ing financed, it is not neces- 
sary for the dealer to state in 
his contract the number of 
bags of insulating material 
that will be used, but there 
should be a definite commit- 
ment as to the extent of the 
insulation job. For example, 
the structure to be insulated 
should be adequately de- 
scribed, and it should be made 
clear whether all or only a 
part of the building will be 
insulated. 

“It is not mandatory to 
give the exact number of 
squares of roofing, but the ez- 
tent of the roofing must be in- 
dicated in any case.” 


WHAT CONTRACT INCLUDES 

IN OTHER words, the statemen! 
or contract must indicate the typé 
and extent of the improvement, and 
description of the materials in such 
a way as to leave no doubt in the 
mind of the customer as to what 
he is paying for and will receive 
Does this ring a bell in your mint! 
You bet it does. The regulation 
requires nothing that you have not 
always done—but which the iti 
erant, fly-by-night operator ha 
never done. 

You now, more than ever befort, 
have an opportunity to make more 
sales, bigger sales, easier sales # 
a profit by using the installmet! 
selling facilities available to yo 
Be sure you get your EXTRA 
share of that $8.0 billion malt 
tenance and repair market. 


f, 
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‘TU-BOR” TUBULARS 
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“a as handsome does 


in te Architects and builders must measure the source of supply 


—- worth of Tubular hardware not only by Chances are ...Williams Ply- 
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THE MAKING and marketing 
of a home is the most challenging 
job that faces American industry. 
If this were not the case, we 
wouldn’t be hearing so much about 
the T-E-W bill and other solutions. 
The size of the job enables our 
bureaucratic do-good’ers to prom- 
ise the earth and most of the moon 
in the way of homes. Trouble is 
that government, up to the present 
time, has not demonstrated, in a 
single instance, that it can do a 
better job than private enterprise. 
It’s only hope is via _ subsidies. 
Given the same kind of help, pri- 
vate enterprise could lick the pants 
off any government agency that 
we've ever seen in action. 


* * * 


In the meantime the housing 
shortage is over, or nearly so, in 
many communities. In_ others, 
where it still exists, it is being 
whittled down. 


% % 3 


Big Things in the Offing 
COMPETITION ALREADY is 
rearing its head in the ranks of 


home builders in certain areas. 
Not so long ago For Sale signs were 
all that was necessary to sell houses 
as fast as they were built. Now it 
often takes some high-powered ad- 
vertising to induce prospects to 
come out and take a look and then 
some plain and fancy salesmanship 
to get the name on the dotted line. 
This means that builders are try- 
ing to give more house for the 
money than their competitors. 
Slowly but surely supply is catching 
up with demand. 
* * 
Merchandising muscles are com- 
ing into play again. 
We See by the Papers 

WE HAVE NO idea how it will 
all work out but here are a couple 
of paragraphs from the Lustron ad 
that created much interest: 

“The Lustron Home is 
pletely termite-proof, ratproof, 
vermin-proof. It is rust-proof, 
decay-proof, fireproof (a big ad- 
vantage in low insurance rates). 

“You will never have to repaint, 
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com- 


redecorate or reroof. Your only 
cleaning materials are soap, water 
and a damp cloth. Sunlight, salt 
water, chemical fumes and smoke 
cannot fade or stain the porcelain 
enamel.” 

A great many people have been 


waiting for such a time to come... 


As we said before, we have no way 
of knowing whether it is actually 
here or not. All we know is what 
we read in the paper. Sounds good! 


* * * 


Constantly changing conditions 
create new products. 


* * % 
"Try-and-Buy" Service 
WE HAVE HAD three or four 
experiences recently that make us 
wonder about the success of some 
of the five-and-dime stores. Making 
a purchase in our case consisted of 
working out two major problems: 
1) Trying to find what we were 
after; 2) trying to find someone to 
sell it to us after we located it. 
Our shopping was done in suburban 
stores. Perhaps the service is bet- 
ter in the big downtown establish- 
ments. 
* * * 


Today’s biggest problem in ALL 
retail stores: The human element. 


* * * 
Tradition 


OUR NEIGHBORHOOD grocer 
passed away a few months ago. He 
was an old-timer in the area and 
pretty much set in his ways. He 
was afraid of new products. 
Thought he might get stuck with 
a big stock of something that would 
not move. Consequently a dozen or 
so was about as much as he would 
buy at a time. His son was just 
the opposite. 

“It’s the new things that keep 
people interested,” he would say. 
“Sure, we'll sell the traditional 
items. As a matter of fact, we 
don’t have to sell them. They’ll sell 
themselves. Let’s be on the lookout 
for the new.” 

Since the son has taken over, the 
store has acquired a new look. The 
enthusiastic young proprietor is al- 
ways showing and advertising, 
something new. Sales have in- 
creased by leaps and bounds. 


Invitation 


WE DROVE FOUR miles re. 
cently to visit a shop that adver. 
tised its wares on a_ postcard, 
Furthermore, we were not disap- 
pointed when we got there. Not 
only did the owner treat us so gra- 
ciously that we are going back, but 
we are telling our friends about it, 
You don’t need a full page of high- 
powered copy if you’ve got some- 
thing to offer and know how to 
treat people when they accept your 
invitation to come and visit you. 


* *% * 


There is always the chance of a 
slip between a promise and a 
profit ... especially in new prod- 
ucts. 

* * * 


Huge Market 

LACK OF MANPOWER changed 
the farm picture and brought mech- 
anization. It’s the same way with 
farm homes. All of which ac- 
counts for the fact that an esti- 
mated $5 billion in electrical appli- 
ances and equipment will be sold 
to farms in the 1948-1954 period 
according to figures compiled by 
Nash-Kelvinator Corporation. Nat- 
urally this spectacular shift calls 
for equally revolutionary changes 
in farm structures. Everything is 
changing. 

* %* * 


After all, your advertisement is 
an invitation and those who accept 
it should be treated as guests. 


* % * 


Not What It Used to Be 


THRESHING TIME used to be 
the big event of the year on the 
farm where we spent our boyhood 
days. A big crew, dozens of teams, 
the singing threshing machine, the 
coal-burning steam engine, womell 
cooking dinner to be served on 4 
long table in the shade of the 
maple trees. 

Down through the years We 
thought of the thrills of threshing 
time. A few days ago we It 
visited the scene. It’s all changed. 
One man on a combine did the el 
tire job, including hauling the 
grain to the farm granary where 
it was dumped and elevated into 
the proper bin. No horses left. No 
thrills either. 
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) HARDWOOD CONVENTION IN CANADA 


The Fifty First Annual Meeting of the 


NATIONAL HARDWOOD LUMBER ASSOCIATION 


ROYAL YORK HOTEL WN 
TORONTO, ONTARIO 





niles re. 
at adver- 
posteard, September 27 to October 1, 1948 
ot disap- 
es ~ For the first time since 1930, this hardwood gather- Hardwood producers, distributors and industrial 
back bu ing in Canada, long delayed by the war and post- users of hardwoods are invited and urged to attend. 
steal war conditions, is drawing the enthusiastic attention o—o—o—o 
a i of the hardwood trade on both sides of the border. The many attractions of Toronto, and the ideal 
” a. The large Canadian membership will welcome their weather conditions which usually prevail at this time 
gen to fellow members from below the line and the United will draw a large gathering of the hardwood trade 
cept your States members will welcome the opportunity to for a season of relaxation mingled with serious 
a: oon meet with those of Canada for the consideration of discussions by prominent and authoritative speak- 
mutual interests and the progress of the entire ers, of the many complex problems facing the 
industry. industry. 
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a Nat SINGLE OR DOUBLE © PORTABLE OR SEMI-PORTABLE 
hift calls 
‘ ee Lane Saw Mills are known for their ruggedness, accuracy and con- 
' venience of operation. Quick, easy, adaptability on the job makes 
| : them the number one choice of lumbermen seeking an economical 
— | and dependable saw mill at lowest possible price. 
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New Safe-Edge Cornerite 

A new Safe-Edge Cornerite, de- 
signed for safe handling and speedy 
plastering, was introduced recently 
by National Gypsum Company. The 
new product is smooth edged and 
can be handled by lathers, ware- 
housemgn, and truckers without 
fear of cutting hands or tearing 
clothing. Instead of being cut 
from full sized sheets of metal lath, 
Safe-Edge Cornerite is made from 
copper-bearing steel. It is used to 
reinforce and prevent plaster cracks 
in all internal corners. For further 
information write National Gyp- 
sum Co., Dept. AL&BPM, 325 Dela- 
ware Ave., Buffalo, N. Y. 


Two Leading Products 
In Carr, Adams & Collier Line 
Two leading products in the Carr, 
Adams & Collier line are the Su- 
pertor Window and the Carr-dor 
Garage Door. The window has 
many special features: 1) the sash 
can be removed from the frame 


without loosening the weather- 
stripping; 2) the cushion-type 
metal weatherstripping automat- 
ically compensates for swelling or 
shrinking of the wood sash and in- 
sures easy sliding windows at all 
times; 3) weatherstripping is 
rolled into a groove—there are no 
nails to come loose; 4) the window 
has extra heavy jambs—1%.” ma- 








terial machined to form with the 
shape of the weatherstripping. The 
new Carr-dor is outstanding be- 
cause the design makes the door un- 
usually free operating. When the 
springs are properly adjusted the 
door opens without being assisted 
after it is pulled away from the 








copper. 


Can’t rust. solders easily, forms 
readily. doesn’t stain white trim. 
doesn’t corrode in mortar joints. 
and stands up at the seashore 
where so many metals meet their 


oom. 


where. 


IGH grade zinc, copper and mag- 
nesium are combined to produce a 
tough, strong. workable sheet metal 
at less than half the cost of 16 oz. 


Made in rolls, strips, sheets and 
of rain carrying 
including 


a full line 
equipment, 
and downspouts, all 26 U. S 
gauge. Meets 
quirements for housing. 


Sold by distributors every- 


Send for literature and sam- 
ple. Another CHENEY 





gutters 


overnment re- 


Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 


Product. 











THEALLAN CORPORATION 


623 Prospect Street Trenton 8, New Jersey 








—— 
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FITITE SHAKES : 
SOLVE THE PROBLEM DEALERS: 


OF SIDEWALL MATERIAL | RING UP MORE SALES 
Architects, Builders and Contractors through- WITH K. F. APPLIC ATO RS 


out America are demanding stained Fitite 
Shakes to meet every requirement for quality 
sidewalls. Dealers are getting fast turnover at 
excellent profit. Here’s why: 
































TWO LENGTHS 


For your convenience, Fitite 














Shakes are made in two lengths 





so that you make your own 





choice of weather exposure. 
16” Fitite Shakes are grooved 
for 12” exposure, and the 18” 
shakes for 14” exposure. An 
inexpensive 16” red _ cedar 
shingle may be used for the 
undercourse under either length 


Fitite Shake. 


PROCESSED TEXTURE 


THE GROOVING of Fitite Shakes is 
achieved by machine processing. Note how 
the processed texture adds charm to the 
appearance of the selected vertical grain 


<M MADE OF GLASS... 
heartwood cedar. All Fitite Shakes are made 
lye sige 2 el CAN'T BURN OR CHAR 


sell Fitite Shakes, you are selling the finest ; 
sidewall material available today—a material ise 


that will last a lifetime, mellowing with Now you can make more sales to roofers with 
age and blending with any landscape. 
























































































































































this stronger, easier to use applicator. Made of 


PARALLEL EDGES FIT TIGHT fine flexible yarns of pure glass. Insures longer 


life, more uniform film, quicker thawing and 














faster spreading of “hot stuff.” 





K. F. Applicators can’t burn or char, last fif- 
teen times longer than mops made with organic 


yarns, weigh less in use yet built for heavy- 






duty dependable service. 


Each Fitite Shake is machined so that the edges are parallel 





to each other, and so that the butt is an exact right angle Reinforced metal head has socket for K. F. All 
to the edges. This allows rapid and precise laying on the 3 ‘ 
sidewalls and gives straight horizontal lines without the Metal holder or holder and handle combination. 






necessity of cutting or planing to make tight fitting joints. 


For orders or further information: DEA LE RS: 
WRITE — WIRE — PHONE Write today... Complete information 


mailed upon request. Write to: 


KIRBY INDUSTRIES 


2104 E. 15TH STREET +» LOS ANGELES 21, CALIFORNIA 
POST OFFICE BOX 1026 + LIVERMORE, CALIFORNIA 


COLONIAL CruAR COMPANY, INC. 716 N. ERIE STREET» WHEELING, WEST VIRGINIA 


600 WEST NICKERSON - SEATTLE 99, WASHINGION 


sg ene: a See "i a EReRe rome RINE 
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jambs. When the door is open it is 
completely inside. For further in- 
formation write Carr, Adams & 
Collier Company, Dept. AL & BPM, 
Dubuque, Ia. 


wood Hanger, designed for 34”-7%” 
size doors for which no mortising 
is necessary. It may also be.used 
on thicker doors by mortising for 
proper alignment. Installation is 
quick and simple consisting of set- 
ting three brass screws after which 
the door can be quickly mounted on 
Har-Vey’s extruded aluminum track 
which is affixed to the door frame. 
The hanger is made of bronze with 
rollers of phenolite fiber and ball- 
bearing to assure smooth rolling. 
For more complete information 
write Hardware Division, W. 
Metal Products Corporation, Dept. 
AL&BPM, 807 N.W. 20th St., 
Miami, Fla. 









New Rolling Door Hanger 

Just announced is a new rolling 
door hanger made especially for ply- 
wood doors. It is the Har-Vey Ply- 


























Abesto Portland 
Cement Paint 


Abesto Portland Cement Paint 
made in attractive durable colors, 
forms a decorative cement-like cov- 
ering over masonry walls. The 
paint permeates each pore and 
keys to the application surface to 
prevent the entrance of moisture. 
It is unaffected by alkalis, lime or 
dampness. No special under-coat 
or treatment is necessary. The paint 
works on the principle of active 












.Struction, etc. Comes powder-form 





amalgamation of cement bonding 
on masonry, concrete, brick an 
stucco surfaces, Abesto Portlanj 
Cement Paint is used in homes, 
farm buildings, bridges, chimneys 
swimming pools, cement block ¢op. 


packed in various amounts. For 
complete details write  Abest 
Manufacturing Corp., Michigan 
City, Ind. 


Boice-Crane Power Tools 


Major items in the line of Boice. 
Crane Power Tools are featured 
in a special brochure together with 
specifications for convenience jp 
ordering. The following are illus. 
trated: No. 2529 saw jointer, 10’ 
tilting-arbor saw, gap-bed lathes, 
spindle shaper, motors—ball bear- 
ing and heavy duty, 14” band sav, 
heavy duty 24” x 5” jig saw, hel- 
met head drill presses, belt sander- 
surface grinder, 12” x 4” thickness 
planer, six-inch jointer, spindle 
sander-grinder. It takes a 40 page 
catalog, according to the manufac- 
turer, to completely describe and 
illustrate all of the items in the 
line. The catalog is well illustrated, 
listing hundreds of accessories for 















PAUL BUNYAN RELAXES 


Paul grabs a quick smoke while the logs roll in. He has a full 
time round-the-clock job keeping up production schedules at 
Susanville. 





TRADE-MARK 


=> PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 


White Fir 







Incense Cedar 


CALIFORNIA 


Ponderosa Pine 


SUSANVILLE 
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WOODHEALTH 


wt Clear “Jorie Wood 
Preserative 


Paintable & Odorless 
When Dry 


KILLS and CONTROLS 
decay and wood 
destroying insects 


Protection Products Mfa. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 











TAYL 


Riegeisville, New Jersey 





PLANER and JOINTER KNIVES 


- also high speed knives and molding cutters 
for the woodworking industry. 
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Western Agents: 


Hall & Brown, W. W. Machine Co., St. Louis, Mo. 
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TOUGH ASH 


474 to 1674” No.2 Common & Better 


-CYPRESS 


-Southern Hardwoods 


DIXIE LUMBER 
COMPANY, Inc. 


CONWAY, SOUTH CAROLINA 


BIRCH PLYWOOD 


MAHOGANY 
LUMBER AND LOGS 


Leading Importers of Tropical Woods 


DIX] Econ, 
COMPANY, Inc. 


8201 FIG ST. NEW ORLEANS, LA. 
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Fall Specials 
for Quick Sale 


2 Cars Ix4 No. 2 Random. Length KD Yellow 
Pine Flooring. 


2 Cars Ix6é Random Length No. | & Btr. KD 
Yellow Pine Centermatch. 


2 Cars Ix6é Random Length D & Btr. KD 
Yellow Pine Pattern 106 Siding. 


The following 4/4 2&Btr. thoroughly Air 
Dried, Rough, Surfaced or Resawn: Cotton- 
ss ‘ ; 2 . ; wood, Yellow Cypress, Sap and Tupelo Gum, 
HH) “fs AEN Elm, Hickory, Maple, Magnolia, Poplar. 
Air View of Our Plant e/a - 
mp - 2 L SS Since 1896 —52 years — Scotch Lumber has 
a. been operating at the same stand. Today 


A ros SS Scotch is one of the oldest established 
4h Your W, en 74 yy). ». Alabama manufacturers. 


fr OUR Lander | BENG oa 
1" Kiln Dried Yellow Pine NM ao ee =\ 
FLOORING, BOARDS, SIDING, ETC. | pieces LUMBER co. 
W. M. McGOWIN LBR. CO. ane sc = 


PINE APPLE, ALABAMA 
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the machines as well as hundreds 
of supply items. Literature is also 
available on the company’s Com- 
plete Workshop particularly useful 
in finishing cupboards, bookcases 
and special casements. For com- 
plete details write Boice-Crane 
Company, Dept. AL&BPM, 1000 
Central Ave., Toledo 8, Ohio. 


Lima Issues New Bulletin 

Lima Electric has just released 
Bulletin MB-1, describing the com- 
pany’s line of electric motors, mul- 
tispeed gearshift drives, pedestal 
grinders and polishing and buffing 





lathes. This bulletin is of particu- 
lar interest to original equipment 
manufacturers as well as_ users. 
Write The Lima Electric Motor 
Company, Dept. U, Lima, Ohio. 


Complete Chimmeys Can Be 
Shipped to Site 

The Van-Packer Chimney which 
is made in sections can be shipped 
complete to the site ready for im- 
mediate installation. It weighs less 
than one-tenth as much as a brick 
chimney and may be used in all 
one and two-story houses with any 
combination of fuels. Each chim- 








N. B. Reynolds 
Sales Manager 





300M’ | x 4" #2&Btr. Yellow Pine R/L 
200M' | x 6" #2&Btr. Yellow Pine R/L 
200M' 2 x 4" #2&Btr. Yellow Pine R/L 
200M’ 8/4" #2 SapGum & Tupelo 

200M’ 4/4" #2 SapGum & Tupelo $25 
100M’ 4/4" #1&Btr. SapGum & Tupelo 





YOUNGERMAN-REYNOLDS LUMBER CO. 


Montgomery 1, Alabama 


Mills & Resaws: 
Samson, Ala. 
Wetumpka, Ala. 


200M' 4/4" #2B&#2A Poplar $2S 
200M’ 8/4" #2B&#2A Poplar 


50M’ 8/4" +1&Btr. Poplar 
50M’ 8/4" #2&Btr. Magnolia 
50M’ 4/4" #2&Btr. Magnolia $25 


100M’ 8/4" #1&Btr. Swamp Cypress 








YOUR 
PLYWOOD 
BUYING 
GUIDE 
IS 
READY 





AETNA'S "'Teleply Ticker" 
is truly a Plywood Buying Guide. 


prices, many new imported woods. 





IN 


















Published several times a year, it gives Price Lists, and 
Quantity Discounts on practically all Domestic and Imported Plywoods, 
Deco-Ply (the new embossed plywood), Decorative Plastics, Wal-lite Tileboard, Die 
Blox and many other items. Grade symbols of U.S. Dept. of Commerce, Finnish 
Birch Grades, and other information, all conveniently indexed. Many new low 


@ 24 HOUR SHIPPING SERVICE FROM STOCK ® 


Free Engineering Cooperation To Customers 
Get Your "'Teleply Ticker'' Free — Write -- Wire — Phone or Teletype 


PLYWOOD & VENEER COMPANY 


1732 Elston Ave. 
Phone ARMitage 7100 


Branch Warehouse: = Rapids 4, Mich. 
Sales Offices: Detroit, Mich. 
Marion and West Lafayette, Ind. 
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Chicago 22, Ill. 
Teletype C.G. 305 


ilwaukee, Wis.—Indianapolis, 
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ney carries the U. L. Label— 
usually costs 20% to 50% less than 
code brick chimneys—has an in- 
sulating wall equivalent to 24” of 
brick. It can be easily installed by 
the average workman. The decora- 
tive roof housing, furnished in con- 
centional square design, is available 
in a variety of dimensions to suit 
requirements. For complete in- 
formation write The Van-Packer 
Corporation, Dept. AL & BPM, 135 
S. La Salle St., Chicago 3, IIl. 





New Merchandiser Display 
Increases Unit of Sale 

Dealers who are using the new 
Pol-mer-ik Merchandiser Display 
are reporting marked increases I 
their Pol-mer-ik Linseed Oil and 
paint sales, according to Bob Mairs 
of the Archer-Daniels-Midland 
Company. “This Mechandiser Dis- 
play,” said Mr. Mairs, “does two 
things. Placed alongside the cash 
register, it constantly reminds ev- 
ery customer that Pol-mer-ik Lin- 
seed Oil is ‘A handy item for every 






g 
August 28, 1948, AMERICAN LUMBERMAN 7 





























+s) 


vabel— 
ss than 
an in- 
24” of 
lled by 
decora- 
in con- 
railable 
to suit 
te in- 
Packer 
M, 135 


le new 
Display 
uses in 
il and 
Mairs 
lidland 
ar Dis- 
as two 
e cash 
ids ev- 
k Lin- 
* every 


(AN O& 





<a 
Logged in 1936-1937 


HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for curren‘ 
needs of today and future demands of tomorrow. 





DEFEND YOUR TRADE 
with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 
Air-dried QUALITY LUMBER Kiln-dried 


ea, 





oom 
o” 2 
‘ 
e 
e 


Soundbilt is a name that stands for quality in plywood. 
As the name itself implies, Soundbilt is a well-manufac- 
tured, soundly produced plywood. It eomes from fine, old- 
growth logs. It is made in a modern plant. Soundbilt is 
‘name you'll be hearing more about from now on. 


o PA 
‘aged sont . ie 


230 EAST F STREET # TACOMA, WASHINGTON @& HONE MAim 0179 
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eo. J.Silbernagel 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


© LUMBER 

® MILLWORK 
® MOULDINGS 
© SIDING 

© FLOORING 


es 


(eo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RANdolph 0540 
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BILL DING 
IS BACK? 





@ LOCAL TRADEMARKS. tow, 


The 1948 BILL DING is the same 
effective salesman—ready to do a 
business building job for one com- 
pany in each town. 


Want to hire him? 


For complete details write to: 





















( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS puft 
t) 
Ca, 













Most dealers report: 4 

“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 









5] DONALD 



















i a DURHAM 
ear.” What’s more, COMPANY 
urham’s Rock- Des Moines 4 
Hard Water Putty lowa 


gives you by far the 
best profit-margin on 
any product of this : 
nature. Use it yourself, and you'll quickly 
see why it sells-so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 







in POWDER Form 
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work bench.’ And the extra pur- 
chase often increases the unit of 
sale, adding a substantial net profit 
to many transactions.” For infor- 
mation write Archer-Daniels-Mid- 
land Company, 689A Roanoke Bldg., 
Minneapolis, Minn. 


Er 


: ‘Fhae... 
Boi merik 





Production Wood Shaper 


The Foster Production Wood 
Shaper is built to exacting stand- 
ards to handle heavy, fast cuts. 
Hand polished table top is carefully 
machined and both top and legs are 
made frora selected gray iron cast- 
ings. Pulleys for spindle and mo- 
tor and base for mounting % to 2 
H. P. motor are furnished. Shaper 
may also be operated from a line 
shaft. High tensile steel spindle has 
4 inch working space for most heads 
or bits of standard commercial 
shaper cutting units. Universal 
head is furnished and will hold cut- 
ter steel up to 4% x 2% inches. Twin 
heads may be installed at additional 
cost. For further information 
write Foster Manufacturing Co., 1 
Kingsey Ave., Buffalo 17, N. Y. 





Amerwood—Natural Wood 
Paneling 


Amerwood, a product of Ameri. 
can Industries, Inc., Syracuse, Ind. 
is described in a special folder as 
the new all-purpose natural wood 
that brings the beauty of natural 
wood paneling within the reach of 
the most modest building budget, 
It is ideally suited for installation 
where paneling will be subjected to 
extreme hard usage such as scuffs, 
stains, etc. Shown here is a living 
room corner with walls and mante! 
in natural Amerwood. Pre-finished, 
lapped Amerwood is available in 





random widths and lengths for 
quick and easy installation. For 
further information and a copy of 
the Amerwood folder write Na 
tional Plywoods, Inc., Dept. AL & 
BPM, 2710 S. Throop St., Chicago 
18, Ill. 
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j. P. RINN H. V. SCOTT 


Ameri- 
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=|| Kinn-Scott Lumber Company 
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cted to 
; scuffs, Yard and Warehouse . General Office 


1 liy Concentration Yard 
pase 2759 So. Kedzie Ave. Redding, California 360 No. Michigan Ave. 


nished, Chicago 23, Ill. Chicago 1, Ill. 
able in BiShop 4080 P. 0. Box 6 RANdoinh 4878 











DEPENDABLE » capa 
PLYWOOD 
Cut-to-Size 


NGF 
HARDWOOD Bored, Shaped, Machined 
FLOORING bok 


Cabinet parts, boxes, pallet boards, core stock, 


Oak-Beech-Pecan- A sh reels, or any requirements. 


Special attention given to thick and industrial 
requirements. 

In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 


Car load shipments direct from plywood plant— 
also facilities available for sorting, drying, milling 
in transit lumber & Plywood. 





For prompt attention on your needs phone or write ak* 


JOC Burke Millwork Co. Inc. 


P.O. Box 1844—SEATTLE 11, WASH. 
Phone Melrose 0124 





Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. Plant located at 3201 Fremont, SEATTLE, WASH. 


Selma LD 9910 — Phones — Jackson 1885 











Al Clements Diamber Co. 


MANUFACTURERS & WHOLESALERS ¢ DOUGLAS FIR LUMBER 


Industrial and Housing Matenals 


EUGENE, OREGON P. O. BOX 908 PHONE 5640 TWX NO. EG 49 
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WHAT’S NEW? 


Under Kabinet Lite 

Alkco’s Model FCO Jr. Under 
Kabinet Lite is designed for ade- 
quate illumination directly on work 
surfaces. Shadows are eliminated 
and light is kept out of the work- 
er’s eyes. This fluorescent fixture 
is ideal for lighting the modern 
kitchen; can be mounted by the 
housewife and connected to wall 
outlet with retractable cord set. 


Unit shown here, installed under a 
wall cabinet, measures 18 inches 
wide, 5 inches deep and 2 inches 
high. Corning Alba-lite glass regu- 
lates brightness. Positive On and 














NGELINA GOUNTY -: 


SERS 





~ 


UMBER GOMPANY 


HARDWOODS | 


Off two-way switch gives instant 
illumination. The all enclosed ste¢| 
body is finished in white enamel) 
For further information write 
Alkco Manufacturing Co., 4242 y 
Lincoln Ave., Chicago 18, Ill. 


Interlocking Plastic Tile 


Jones & Brown, Inc., distributors 
of Inselbric insulating brick Siding 
and Ko-Z-Aire conditioning units, 
is now the national distributor of 
Pittsburgh Interlocking Plasti¢ 
Tile, a patented feature wall tile 
formerly distributed by Pittsburgh 
Tile Company. The new product 
will be identified by the name Pitts. 
burgh Interlock Tile. It is a molded 
414,” by 41%4” tile made of polysty- 
rene which may be permanently 
affixed to nearly every type of wall 
through the use of a patented in- 
terlocking feature. The tile is 
available in pastel, solid colors and 


marbelized effects with self-trim 
or contrasting corners and feature 
strips. For further information 
write the Tile Division of Jones & 
Brown, Inc., 4th & Liberty Sts., 


- E AND 
"SOUTHERN PINE AND HEPECIALTY 


VICE.TO 
YEARS OF SER 
° LUMBER DEALERS 


General Sale 





TYS, TEXAS 








dried stock is Dowicide dipped. 


MILEY, 








MIXED CARS 


Few concerns can match Lightsey Bros. 
mixed car service. While we regularly ship 
straight cars in all items, for the mixed car 
buyer we offer an unsurpassed assortment. 
Lightsey products will meet any grade in- 
spection. They are well-manufactured and 
carefully loaded. Over 80% of our prod- 
ucts are scientifically kiln dried. All air 


When you want quality, specify Lightsey. 


SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 





In ONE 
Car We Can 
Ship: 


N. C. Pine 
Hardwoods 
Cypress 
Including 
Hardwood trim 
and 
End-Matched 
Pine, Oak, 
Maple, Gum 
Flooring 











Member: 


Southern 
Pine Assn. 


National Oak 
Flooring Mfrs. 
Assn. 


National 
Hardwood 
Lbr. Assn. 











—— 


——— 
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Pittsburgh 22, Pa. 


Plastic Window Washer 


The DeeDee window washer, de- 
signed to simplify home window 
cleaning, is a plastic tool weighing 
only three ounces Light in weight 
it is easily handled. When thor- 
oughly saturated the felt blade 
produces a thin even spread of 
water or cleaning fluid, entirely 
eliminating the use of pail or wet 
cloths. For descriptive folder write 
the National Houseware Co., Dept. 
AL & BPM, 170 Admiral Rd., Buf- 
falo 16, N. Y. 
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NEVADA 


possy 24V 


... from fibre saturation point down 
UTAH 
Avoid errors which result in warping, shrinking, cracking and other 
a molded failures due to improper moisture control. Test flat, curved, rough or 

polysty- irregular materials—in three seconds or less—without marring surfaces. 
manently 
e of wall 


Are The Western p; 


Based on the principle of high frequency, power absorption, Mois- 
: ture Register gives you accurate tests quickly and easily. There's a 
ented in- model to meet your requirements. Completely portable. No points 
tile is to break off or mar surfaces. 


lors and Write today for complete information, specifying type of material 
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Western Pines and associated woods are well manufactured, 
carefully graded, and thoroughly seasoned in accordance with the 
high standards long established and sustained by member mills. 


WESTERN PINE ASSOCIATION 


Yeon Building, PorNand 4, Oregon 
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i “SHERMAN Ty, J] © WINDOW STAYS 


read of 


entirely iat rudd One operation to insure snug-fitting, 

1 or wet + |i ia free-sliding sash for all double-hung 
ler write ya | im windows. Air-tite Window Stays ap- 
o., Dept. im ply evenly distributed pressure onto 
both upper and lower sash towards 


19 BS bt 

, @ (ff y 7 
td., Buf Sexitce 3 14 fm the parting bead. Thus, weather in- 
ae | Pa ee filtration and slackness between sash 


and parting bead is eliminated and 
windows will remain at any desired 
a s a i im height without cords, weights, pulleys 

- | ; or balancers. 
WHOLESALE Air-tite Stays simplify inventory 
’ Tia EL problems. They are the convenient, 
WESTERN PINES a | economical and logical way to 


finish new, old or completed window 


= DOUGLAS FIR | | | a aienee for descriptive 
= WEST COAST HEMLOCK | | rit 
|RED CEDAR SHINGLES o¢ The plunger of each 


Air-tite Stay expands 
With a group of excellent mill connections, our o: bee and contracts against 18 
ganization is prepared to offer exceptional service :n lbs. of spring action. This auto- 
West Coast Woods to a few additional customers matically adjusts to wood swell- 
Lot un neat ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 


Edward J. Sh Lumber Sales ‘ , 
war JS om — a les -téLe a om 


U.S. Pat. No. 2,187,412 


PORTLAND 4, OREGON WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 
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WHAT’S NEW? 





New Finish for Asbestos 
Shingles 


Shingle-Seal, a new product de- 
veloped exclusively as a decorative, 
weatherproof finish for asbestos 
siding and shingles is now being 
marketed for consumer, industrial 
and contractor use. The product is 
recommended for painting, preserv- 
ing, protecting and decorating as- 
bestos siding and shingles, both old 
and new, exterior and interior. It 
is claimed to be resistant to at- 
mospheric conditions, coating and 
surface to which it is applied with 
a lustrous, waterproof finish of ex- 
ceptional durability. No priming is 
necessary. This finish is available 
in three colors, (bright white, 
oyster white, stone gray) and can 
be applied by brush or spray. One 
gallon covers 450 square feet. For 
further information write the De- 
watex Manufacturing Corporation, 
Dept. AL&BPM, 42nd St. and 
Dyer Ave., Ney York 18, N. Y. 





Schumacher Products tian blinds, radiators, metal arti. 


cles, leather upholstery, lockers 
benches, counters, machinery, ete 
Touch dries in 20 minutes—hard jp 
8 hours. It acts as a sealer and pre. 
vents corrosion; will not craze oy 
crack. Developed during the wary 
for protecting certain types of 
shipments from sea air, it has now 
been made available for civilian 
use. For further details write 
Reyam Plastic Products Company, 
Dept. AL&BPM, 1525 E. 53rd St, 
Chicago 15, IIl. 


Tht Schumacher Co. has avail- 
able descriptive literature covering 
the Louver Reddy-Loc window ven- 
tilator, and the Hasy combination 
storm window and screen. The 
ventilator locks at any adjustment 
and releases with the pressure of 
thumb. It is made adjustable to 
fit various size windows. Schu- 
macher’s window and screen com- 
bination can be installed from the 
inside without removing drapes or 
blinds. No ladder or tools are re- 
quired. The 3-piece combination 
storm sash and screen windows are 
114” thick made of California red- 
wood. For complete information 
write The F. E. Schumacher Co., 
Dept. AL&BPM, Hartville, Ohio. 


New Plastic Finish For 
Furniture, Linoleum, Autos, Etc. 


A new plastic finish is available 
which is not a paint, not a varnish, 
not a lacquer, but a water-thin, 
transparent, clear liquid that can 
be wiped on with a cloth. It is in- 
tended for use in homes, offices, 
factories, on autos, trucks, boats, 
etc., on furniture, walls, floors, 
linoleum, files, window-sills, vene- 














PRomember | 


If your contractor, homeowner 
or others have a problem with 
water or dampness, The 
THORO System will correct 
and solve the problem. 


Every cellar, garage, cistern, 
pool, milkhouse, stable, pen 
and dairy barn needs THORO- 
SEALING, to keep water out 
of the walls. 














WATERPLUG .. to stop the leaks 
THOROSEAL. to fill & seal the surface 
QUICKSEAL . for a beautiful finish 


WRITE FOR DEALER PLAN 
AND DESCRIPTIVE CIRCULARS 











THE THORO SYSTEM Products make friends, 


new customers and a substantial profit for the dealer 

















STANDARD DRY © 


Box X, New Eagle, Penna. 
Telephone Monongahela 67 


























KIRBY 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 





"A Wood for Every Purpose" 
KIRBY BUILDING HOUSTON, TEXAS 











"Is it as Good as Kirby's?" 





















PRACTICAL PLANS 
FOR MODERN HOMES 


PRACTICAL PLANS FOR MODERN HOMES contains 51! 
actual photos and floor plans of real houses that have 
been built and proven successful. 


Has dozens of helpful ideas on selecting the lot, choos- 
ing the proper home design and arranging finances. 


Blue prints and specifications of every design are avail- 
able from American Lumberman. 


Special prices on quantity lots of these booklets to deal- 
ers. Single copies only 50c. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St. Chicago 2, Ill. 
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MARKET ANALYSIS 


DEMAND-PRICES—Lumber prices are practically 
unchanged from a month ago. Demand continues to 
make it a seller’s market but there is some uncer- 
tainty in the buying and those seeking lumber move 
cautiously. Some low prices in the East are attributed 
to dumping of cars in transit. A bad car shortage 
is developing particularly in the Southern Pacific 
and mills are auctioning cars as they did last year. 
No. 2 and btr dimension is a little weak due to dump- 
wg in transit. Trade and mill prices in some instances 
coincide due probably to buying in transit. The mills 
have large order files and are choosy about accepting 
business. Orders calling for specified lengths are 
difficult to place. Uppers continue very scarce. Cedar 
siding, especially in the *4 inch is in very short supply. 
Upper items continue to move at prices ranging from 
$160 to $185. Dimension sells for $65 but No. 2 and 
Btr brings $66 to $72. 2 x 4’s move at $72. Boards 
are stronger and sell from $60 to $68. The govern- 
ment has purchased some 14 million feet of boards re- 
cently. All cutting is very strong. Structural tim- 
bers bring up to $85 with rough timber moving at 
$62-69. 


Current Statistics on 
Output and Distribution 

Lumber shipments of 404 mills reporting to the Na- 
tional Lumber Trade Barometer were 7.7 percent be- 
low production for the week ending August 7, 1948. 
In the same week new orders of these mills were 20.5 
percent below production. Unfilled order files of the 
reporting mills amount to 52 percent of stocks. For 
reporting softwood mills unfilled orders are equivalent 
to 27 days’ production at the current rate, and gross 
stocks are equivalent to 50 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 2.9 percent above production; orders 
were 2.7 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 53.7 per- 
cent above; shipments were 47.3 percent above; or- 
ders were 24.5 percent above. Compared to the cor- 
responding week in 1947, production of reporting mills 
was 1.4 percent above; shipments were 4.2 percent 
below, and new orders were 12.7 percent below. 


Western Pine 

The 97 mills reporting to the Western Pine Asso- 
ciation for the week ending August 7, 1948 cut 76,- 
257,000 feet. The same week a year ago the cut was 
71,357,000 feet. Unfilled orders on file at the end of 
the week stood at 190,330,000 feet compared with 
196,760,000 feet for the corresponding week in 1947. 
Gross stocks stood at 637,927,000 feet compared with 
631,445,000 for the same period a year ago. 


Southern Pine 

Production of Southern Yellow pine by the 104 
mills reporting to the Southern Pine Association for 
the week ending August 7, 1948 amounted to 16,945,- 
000 feet. This was 3.40 percent below the three year 
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RELIABLE SERVICE 
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Dealers know they can rely on Fiddes- * 
Moore for prompt delivery of outstand- 
ing building products. F-M_ service is 
the keynote of our relations with aggres- 
sive dealers. 

Fiddes-Moore products include: Versa- 
tile Westbilt Kitchen Cabinet Units... 
made of beautiful Ponderosa Pine and 
Douglas Fir, in a complete selectiun of 
sizes and styles; overhead Garage Doors 
. . . service-styled sectional types with 3- 
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s 
be 
s 
+. 
« 
Douglas Fir Doors for the home... vari- 
ous styles and sizes to satisfy the needs 
of every builder; Plywood of all types... 
Softwood and Hardwood. s 


4 
2 
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s 
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ply fir panels... one-car or two-car sizes; r) 
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Phone or write for details and prices. 


FIDDES-MOORE: 
& COMPANY ‘: 
ovary 2D SERVICE ______... : 


Sales and Service Office: 205 W. 
Wacker Drive, Chicago 6, Illinois 
Telephone Central 5875 
a 
Prompt shipment from Hammond, Indiana, on Kitch- e 


en Cabinets, Plywood, Doors and Garage Doors. Ad 
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KITCHEN CABINETS 
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PLYWOOD 
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DOUGLAS FIR 
DOORS 
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GARAGE DOORS 
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CUSTOMER 
SATISFACTION 


When you install 
Skillman you are 
sure of Superior 


Quality, gained by 
70 years’ experi 
ence in the man- 
ufacture of fine 
hardware. 





SE 


HARDWARE 
MFG. COMPANY 
TRENTON 4,,N. J. 
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No. 125 Nail Claw. 
Made of extra heavy steel long prongs. 


Postpaid $1.38 


WRITE FOR COMPLETE 
STORE FIXTURE CATALOG 40A. 


W. C. HELLER & CO. 


MONTPELIER, OHIO 
























AIR DRIED AND KILN DRIED DINE | 


= AIR DRIED 


HARDWOODS 
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KILN DRIED POPLAR 


EXCLUSIVE SELLING AGENTS: 


Yost-Blackwell Lbr. Ce., 
om Ozark & Enterprise, Ala 


PINE PLUME LUMBER CO.\ 


BELL BUILDING, MONTGOMERY, ALA. 
ESTABLISHED 1899 
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Notasulga Lbr. Co, 
Notasulga, Ala 


~~ 











Interior and Exterior Iron Rail- 

CLAY g ing, Window Guards, Ladders, 

Ha Area Gratings, Cellar Doors, 

. Overhead Arches, Porch Col- 
umns, Pipe Railing. 
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ye ya iW Also manufacture swing- 
“, { Y ing, Sliding and Folding 
“a j Gates for every purpose. 





Office and Factory: 
2110 Florence Ave., Zone 6 















CINCINNATI IRON FENCE C° INC 


CINCINNATI OHIO 


































































































SAWMILL MACHINERY 


MANUFACTURERS of a complete line of sawmill ma- 
chinery . . . PORTABLE MILLS . .. BAND MILL 
CARRIAGES ... EDGERS ... TRIMMERS... 
SHOTGUN STEAM FEEDS ... STEAM NIGGERS... 
LOG STOP AND LOADER . . . AUTOMATIC FEED 
TABLE FOR PLANING MILLS. WRITE FOR CATALOG 
AND “POWER HOUSE.” 


MILLSUPPLIES Oe 
——— Lun ghia —h < * 


“Everythin for 
the mechanical 
transmission of 
power. 


MACHINERY 
CORP. 
a _ 


OC _t_>= 
—— verporRtT 
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LUMBER MARKET 





average. Orders placed during the week amounted ty 
15,497,000 feet, or 5.33 below production for the week. 
Shipments for the week totaled 16,078,000 feet, oy 
5.12 percent below three year average. 








In the Market Centers 


TACOMA—Increased production appears to be in 
prospect for the lumbering and logging industries jy 
this area during the coming months if labor and mar- 
ket conditions maintain the trend now indicated. |]. 
lustrative is the announcement of the St. Paul & Tsa- 
coma Lumber Company of an augmented production 
program designed to help relieve the pressing demand 
for building materials for both private and commer- 
cial construction. The company is now taking ap- 
proximately 60,000,000 board feet of logs annually 
from its approximately 250,000 acre logging opera- 
tion in the Kapowsin area southeast of here. In- 
creased operations are expected to boost this to ap- 
proximately 80,000,000 board feet during the com- 
ing year, according to Corydon Wagner, vice presi- 
dent and treasurer of the company. Meanwhile the 
scramble for additional timber continues unabated. 


KANSAS CITY—The lumber market in the 
Southwest perked up a shade in the past fortnight 
as a result of weather rather than increased demand. 
Rains were falling over a major portion of the pro- 
ducing region and shipments and production were ad- 
versely affected. There was not a great deal of ac- 
tivity in the yellow pine market and the modest price 
upturn in some items was due to scarcity. A number 
of items are in surplus and they are going at small 
concessions. On the other hand, 1 x 8, No. 2 boards 
are short in supply and are bringing a premium. Re- 
ports are heard that many small mills have closed 
down in recent weeks as concentration yards, the. 
buyers of rough green stock, are not interested in 
additional supplies at this time. The selectivity in 
buying is increasing and line yards are calling for 
mixed cars supplies. Mills will sell straight cars at 
lower prices than mixed car items. Some increase in 
inquiries has been noted from the industrial buyers of 
lumber, mainly the railroads and furniture and box- 
manufacturers. An increasing number of inquiries 
for prices is noted. Prices of 1 x 8 kiln-dried boards 
are $78 to $80 and 1 x 6 in straight cars at $72 to $75 
and in mixed cars at $75. Prices of 2 x 4 dimension 
run from $65 to $70; 2 x 6 at $68 to $70 and 2 x 8 at 
$70 to $72. Flooring is in good demand at $165 to 
$170 and finish at $170 to $175. 


SEATTLE—Log inventory for Washington, Oregon 
and British Columbia as of August 1st reveals good 
supplies of logs. On Puget Sound the survey found 
supplies up 74 million feet for a total of 378,436,000. 
A year ago the total was 447,309,000. Columbia river 
with 363,732,000 increased logs by 35% million feet. 
A year ago the inventory totaled 445,019,000 feet. 
Grays Harbor area reported 80,460,000 or 18% mil- 
lion more than on July 1st. The total a year ago was 
45,975,000 feet. All kinds of logs and grades showed 
increases in the three districts except for cedar logs 
on Grays Harbor which decreased 114 million feet. 
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Quality Products 


The Brand to Rely on for 


i Thurston-Flavelle Limited 


Manufacturers of Red Cedar Lumber and Shingles 


Port Moody, B. C. Canada 


Distributed through the Whole- 
sale Trade exclusively. 











SELLING THE PRODUCTS OF 
*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 

*THE SHEVLIN-HIXON COMPANY 


Bend, Oregon 
*Member of the Western Pine Associa- 


DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 


tion, Portland, Oregon. 














DISTRICT SALES OFFICES: 


NEW YORK 
ee 1604 Graybar Bldg. 


4m Fixe Woodwork Lexington 2-9117 








SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 2-7041 


CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 











THE NAME SILVER LAKE stampeD ON EVERY FOOT 
@ PACKED IN CARTONS @ 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 
NUCORD 
BENGAL 


Mills and Sales Office 
Chattahoochee, Georgia 


SILVER LAKE CO. ; 


ROLL-OFF 
LUMBER TRUCK BEDS ise ise 


Complete Beds Shipped KD. 


EASILY MOUNTED 
Write for Catalog & Prices 





“The Active Truck is the Money-Maker™ 
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Two Minutes 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 
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FOR PROFIT 


PROTEXOL 
voor LUMBER 


Protected against 


| RE TERMITES 


AND DECAY 


Protexol offers the ONLY treat- 
ment combining fire protection 
plus decay and termite resistance 

. . the result of 50 years of re- 
search in wood preservation. You 
make friends selling this lumber. 
Gain good willl The market is 
yours for the asking. 


105 Market St., 
KENILWORTH 9, N. J. 


Nationally 
Advertised 


Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED 7, 

e Spectacular Pent+up 
90% Red Heart Demand for SUPERCEDAR 
or Better te — gratifying = 
ealer, reserve space for 
100% Oil Content it in your shed—we are 
going to make it availa- 
| ble to you as rapidly as 

| conditions will permit. 


Product of 


GEO. C. BROWN & CO. 


GREENSBORO, N. C. 





LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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Hoo-Hoo Revival 


One of the largest of New Mex- 
ico gatherings of men interested 
in the lumber industry met at Al- 
buquerque August 7, resulting in 
the organization of the Central 
New Mexico Hoo-Hoo Club. 
Groundwork for the event had 
been laid by L. N. McCullough, 
under whose influence delegates 
were present from all parts of 
New Mexico, with visitors from 
Texas, Colorado, and California. 


Leroy H. Stanton, Los Angeles, 
International Junior Hoo- Hoo 
under whose supervision the Con- 
catenation was held was present, 
as well as the Vicegerent Snark, 
Lynn Boyd, of Pampa, and H. S. 
Berge, of Denver. Mr. McCullough 
was made Vicegerent for New 
Mexico. The Concatenation, with 
22 reinstatements and 60 kittens, 
was held in the afternoon; the 
banquet in the evening in the ball- 
room of the Hilton Hotel. The 
name of the club is appropriate, 


since it is composed of nearly q 
hundred lumbermen from all parts 
of the State. 


Z. E. Martin, Pioneer Paint 
Manufacturer, Dies 


Zelotes E. Martin, founder of the 
Martin-Senour Company, Chicago, 
and long a leader in the paint manu- 
facturing industry, died July 23 
at Argyll Farms, Knowlton, Can- 
ada, at the age of 86. For many 
years he had headed the firm as its 
president. 


In 1904, Martin-Senour estab- 
lished a factory in Montreal witha 
branch at Halifax. Four years later 
a branch was started in Winnipeg, 
and expansion in many other cities 
followed at frequent intervals. 


Known throughout the industry, 
Martin was one of the original 
members of the Educational Bureau 
of the Paint Manufacturers’ as- 
sociation. In 1911 the association 
named him as its president. 





ARNOLD KOUTONEN, general manager of the St. Paul and Tacoma Lumber Co.'s 


Olympia plywood division, points out one of the 1,000 plywood uses displayed 


at 


the annual industry meeting at. Tacoma, Wash., June 8-9, to J. H. Smith (left), gen 
eral manager of Puget Sound Plywood, Inc. Looking on at right is Leonard i ey | 
president of Associated Plywood Mills. Mr. Koutonen was re-elected president 
the industry trade association at the meeting of 200 plywood leaders from Was 
ington, Oregon and California. Mr. Nystrom and Mr. Smith also were re-elected to 
serve as secretary and treasurer, respectively. Not shown is J. W. Forrester, gener@ 
manager of the Coos Bay Lumber Co., who was re-elected vice-president. 
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ALIFORNIA 
| = | SUGAR & WESTERN Manufacturing 
WAS A 2... PINE AGENCY, INC. 

#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Pice bnbe Ponderosa Pine 
nearly a Pp ¢ ~» Sj Selects and Idaho White Pine 


all parts Shop 


1 California Ponderosa Pire 

int Mouldings _ Cut Stock Montana — 
SER ey Douglas Fir 
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Chic —<—<$<$——— Engelmann Spruce 
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*Burns 25% More * 
; : 4 >». | *With 75% less smoke and 
rM as Its 4 Eee 4 cinders. Fool proof 

: KY ' We Also Build 
ir estab- 2 : BOILERS —5 TO 1200 H.P. 
al with a \ (Ox TANKS and STACKS J NEI S 
2ar's later ‘a STRUCTURAL STEEL ° 


Vinnipeg, : R= MERS. wlaiea ae HEADS LUMB ER COMPANY 


h § 
ss _—" ' We Stock 

z : eM) h a | Bee Straight & Bent Boiler Tubes KLICKITAT, WASHINGTON - LIBBY, MONTANA 
Ineaney, | eee «SEATTLE BOILER WORKS 


original Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
11 Bureau SEATTLE, WASH. 


rers’ as- 
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Member Western Pine Association 

















George F. Becker Edwin A. Brengle 


IMMEDIATE 
MILLWORK SHIPMENT 


DISTRIBUTORS 
COMPANY a vod GIS. os We 
Plate @ 12c it. 


General Offices & Combo. Doors, Bronze 
Warehouse: Wire: 2 &°6 Panel 

. 9 N K S Doors. 
° inna treet Rear & Front Doors. 
Gum Flush Doors 3-0 x 


BALTIMORE 24, 7-0 @ $17.50. 
MARYLAND 1 Send For Lists. 


a 
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RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 








ber Cos Idaho White Pine Ponderosa Pine 


ylayed at : : = 

oft), gem » Douglas Fir I> % 

ee || Gi Dewslen rie aN RAINY LAKE LUMBER CO. Ltd. 
m Wash g Cedar a” 2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


lected to 
, general Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 


nt. 
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JOBS 


With a Future! 


Here is an unusual opportunity to 
become associated with a leading 
manufacturer of nationally adver- 
tised building materials. Our ex- 
panding production requires im- 
portant additional personnel in 
sales, sales promotion, marketing 
and 


technical work with archi- 


tects, builders and dealers. 


We also need young men as train- 
ees for important positions avail- 
able after experience is acquired. 


Write us fully and in confidence 
giving detailed information regard- 
ing experience, age and personal 
background. This opportunity is 
well worth investigating. 


Address Box E-20, 
c/o American Lumberman 


ATTENTION! 
YARD MANAGERS 





DON’T WORK EXTRA 
TONIGHT 


Send that plan to us for personal- 
ized changes. Fees as low as $25.00 
paid by your customer. Quick serv- 
ice. No added expense to your 
overhead. 


WRITE FOR DETAILS. 


Lumberman’s 


Plan Service 
120 Machin St., Peoria 5, Ill. 











60 





3 


Guess 


(Continued from page 14) 


s\ 


ARTHUR A. HOOD, right, edi- 

5 tor AMERICAN LUMBERMAN & 

BUILDING PRODUCTS MER. 
CHANDISER. 


PAUL S. COLLIER, secretary- 
manager, Northeastern Retail Lum- 
bermen’s Association. 


ADOLPH PFUND, former secre- 

tary NRLDA, former secretary: 

treasurer, Building Material Ex 

hibitors Association and currently 

secretary Woodwork Jobbers Serv: 
ice Bureau. 


GEORGE T. GERLINGER, former 
president, National Lumber Manu- 
facturers’ Association and West 
Coast Lumbermen’s Association. 


DON S. MONTGOMERY, 
tary, Wisconsin Retail 
men’s Association. 


secre- 
Lumber- 


August 28, 1948, AMERICAN LUMBERMAN & 

















7 POLES and 
PILING 


Goodwin Johnson Ltd. 
Metropolitan Building 
Vancouver, British Columbia 














Old Growth DOUGLAS FIR 
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Oregon-American Lumber Corp. 
VERNONIA, OREGON 








Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumber Dealers 
for 53 years 


LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Blvd., Chicago 4, Ill. | 
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'TO RING U 


P 
MORE CASH 
SALES... 


SELL ON TIME 


with ABC... 


You get paid in cash and escape credit 
ABC offers 


nationwide instalment selling services 


and collection worries. 


exclusively for the building industry. 


ALLIED 
BUILDING 
CREDITS, INC. 














INTERNATIONAL 
TIMBER PRODUCTS, INC. 


4441 WHITE-HENRY-STUART BLDG., SEATTLE 1. WASH. 
W. E. Difford, Pres. 


MILL REPRESENTATIVE FOR 


Douglas Fir and other 
Western Woods 


Buitoing Propucts MERCHANDISER 


One of the large 

Pacific Northwest manufact- 

urers of stock fir millwork 

invites your immediate inquiry 

by phone, wire or air mail. 
ANY WOODWORK ITEM IN CARLOAD LOTS 


SH» TRIM + FRAMES+ DOORS 
Ret 
E MILLWORK 


3201 FREMONT AVE. SEATTLE 3, WASH. 








President of American 
Roof Truss Company Dies 
William H. Waddington, 62 years 
old, president of the American Roof 
Truss Company, and one of the 
country’s outstanding authorities 
on wood trusses, passed away at 
his home in Chicago, August 8. 
Mr. Waddington was born in 
England, a nephew of Robert Wad- 
dington, member of the British 
Parliament, coming to the United 
States when he was 21 years old. 
Surviving are his widow, Ethel, 
and two sons, William H. Jr., and 
Raymond J. 


Thurman Talley Dies 


Thurman Spencer Talley, en- 
gaged in the lumber brokerage 
business in Memphis, Tenn., for 
more than 25 years, died August 
2 at Methodist Hospital. He had 
been ill since last November. 

Mr. Talley was a partner with 
his brother Charles S. Talley in 
the firm of Talley Brothers with 
offices in the Union Planters Na- 
tional Bank & Trust Co. Building, 
and a branch office in Jackson, 
Tenn. Mr. Talley was well known 
in mid-south lumber circles and for 
a number of years traveled over the 
section in the sale of lumber. 


Death of Charles 
Haggarty Reported 


Charles S. Haggarty, 81, south- 
western division manager of E. C. 
Atkins and Company, saw manu- 
facturers, died in New Orleans July 
20. Mr. Haggarty had _ retired 
May 1, 1946 after 40 years of serv- 
ice with the Atkins company. 


Appointments and Promotions 


RAY C. MONROE, associated with 
Shevlin-McCloud Lumber Com- 
pany for 41 years, has been ap- 
pointed to succeed ARTHUR F. Boyp 
who recently resigned as district 
sales manager after 31 years of 
service with various Shevlin com- 
panies. 

CLARENCE “CAL” A. LUNKES 
has resigned from Globe Roofing 
Products Co., Inc., to take over the 
wholesale distribution of building 
materials for Apex All-Weather 
Products Company, 228 North La 
Salle St., Chicago, Ill. “Cal” wel- 
comes all inquiries from his many 
friends. Apex lines include as- 
phalt roofings,: shingles, sidings, 
rock wool insulation, blowers, com- 
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bination windows, Miracle double 
hung windows, wood shingles and 
allied products. ; 


W. G. KAISER, manager of the 
Portland Cement  Association’s 
Farm Bureau, has been appointed 
assistant director of promotion, ac- 
cording to an announcement by 
FRANK T. SHEETS, association 
president. T. E. LONG, assistant 
manager of the Farm Bureau, suc- 
ceeds Mr. Kaiser as manager. 


CARL F, NEUMAN has been named 
midwestern sales manager of the 
Sloane-Blabon Corporation, New 
York City, producers of smooth 
surface floor coverings, WILBUR 
NEWMAN, vice-president in charge 
of sales, announced. Mr. Newman 
will make his headquarters in the 
Merchandise Mart, Chicago, Il. 


WALTER SCOTT, for some 21 years 
a sales representative for Sargent 
and Company, New Haven, Conn., 
has been appointed sales manager 
of the Schollhorn Division of Sar- 
gent and Company.  Schollhorn 
products include pliers, punches, 
shears and many specialized tools 
used in a wide range of industries. 


Companies Announce 


For the winning name of the 
new Roddiscraft door, Roppis LUM- 
BER AND VENEER Co., Marshfield, 
Wis., is offering a first prize of 
$1,000, and second and third prizes 
of $500 each. The new door has 
a core made of selected strips of 
veneer; strips are spot-glued at 
intervals and stretched within the 
rails to form an accordion core de- 
sign. Detailed information .con- 
cerning the contest may be had by 
writing directly to the company. 
Entries must be mailed by Novem- 
ber 20. 


Elliot S. Phillips, president of 
DEVOE & RAYNOLDS COMPANY, INC., 
leading paint manufacturers with 
headquarters in New York, an- 
nounces the acquisition of the 
BISHOP-CONKLIN paint company of 
Los Angeles, Calif. In addition to 
enlarging the present production 
facilities of the Bishop-Conklin 
Company, a new synthetic resin 
plant will be constructed and should 
be in operation in late October. Mr. 
Phillips stated that the Bishop- 
Conklin Company will preserve its 
identity and operating policies as 
a separate division of Devoe & 
Raynolds Company, with its entire 
personnel continuing under the 


guidance of Emerson C. Bishop anj 
William H. Conklin. 


LOWELL BUILDING SUPPLY (o, 
has changed the name of its cop. 
poration to CiTy LUMBER (Coy. 
PANY, 43 Apple St., Lowell, Mags 
No change has been made in the 
location, management or policies of 
the corporation. 





The management of BUILDER 
MILLWORK DISTRIBUTORS recently 
announced a change in the com. 
pany’s name to MILLWORK Djs 
TRIBUTORS COMPANY, with offices 
and warehouse at 2 N. Kresson $t, 
Baltimore 24, Md. There is nm 
change in ownership. The organiza- 
tion will continue as a partnership 
as it was before. 





Brushes Are Made For Painting 
was the theme of a newly released 
color film presented by DEVOE é 
RAYNOLDS COMPANY at the national 
convention of its Brush Division, 
held in Chicago. Spotlighting the 
fact that the paint business is es- 
sentially a chemical industry, the 
film reviews changes in paint prod- 
ucts and formulations, in relation 
to brushes and brushing technique. 
Multiple copies of the film will be 
made available for use in sales 
training of the company’s Brush 
Distributors’ organizations 
throughout the country. 





THE RAPIDS-STANDARD COMPANY, 
INC., material handling equipment 
manufacturers of Grand Rapids, 
Mich., announces the adoption of 
the term RapiStan as a trademark 
to designate all equipment manv- 
factured in their line. The com 
pany formerly used a Lil Augie 
trademark depicting a village 
blacksmith forging on an_ anvil. 
The new trademark is easy to idet- 
tify and emphasizes the _ initials 


Bau gTall 


MATERIAL HANDLING EQUIPMENT 


which stand for the combination 
name of the company. Originally, 
the company was incorporated 4 
the result of a merger of the 
Rapids Floor Truck Company and 
the Standard Truck Caster Com- 
pany. All national and international 
advertising and literature produced 
by the company will carry hence 
forth the new trademark for it 
recognition value. 
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